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Here is Your Opportunity to Know 


The Natural Gas Business 


If you are one of the thousands in the industry who has craved for a 
better technical knowledge of your work, here are the “‘tools’”” you have 
been looking for. ‘The University of Kansas, the Natural Gas Department 
of the American Gas Association and the United States mails, have united 


to bring a practical home study course on Natural Gas to your door. 


The course consists of 27 lessons and covers all phases of natural gas 
operation from the general consideration of chemistry and physics and the 
origin of gas and oil, through all the steps in production, transmission, 


distribution, to and including utilization. 


| The business of getting natural gas to the user is a compli- 
cated one. The course, therefore, is no sinecure. It will re- 
quire close application and hard study. Once completed, how- 

ever, you will have acquired a knowledge 


indispensable to future advancement. 


Now is the time to plan a winter of 
study. The course is ready, awaiting your 


enrollment. The next 





move is up to you. 
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A.G.A., 420 Lexington 
Ave., New York, or Uni- 
versity Extension Division, 
‘ The University of Kansas, 


Lawrence, Kansas. 
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Gas appliance and equipment exhibition held in the At- 


lantic City Auditorium in 1931. In this beautiful setting 
will be staged the 1934 exhibition, the super attraction of 


the forthcoming Convention, October 29-November 2. 
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AMERICAN GAS 


Gas Men Ready For Another Outstanding 


Convention and Exhibition 


ITH the exception of a few ad- 

ditions yet to be made to the 
business and entertainment programs, 
everything is ready for the staging of 
the Association’s Sixteenth Annual 
Convention and Exhibition in the mas- 
sive Auditorium at Atlantic City, start- 
ing Monday, October 29, and extend- 
ing through Friday, November 2. 

Recognized as foremost among the 
“seasons why’ delegates and their 
guests from all parts of the country 
will attend this year’s gathering is the 
exhibition of appliances and appara- 
tus—the first show of its kind in three 
years and, unquestionably, one of the 
most important exhibits from an edu- 
cational viewpoint that the industry 
has ever sponsored. 

The three years that have passed 
since the 1931 show at Atlantic City 
have brought about some remarkable 
changes in the art of appliance and 
apparatus design, contruction and 
utilization. Into this brief period have 
been packed the improvements that 
might normally take place in a fifteen- 
year period. The whole line of do- 
mestic appliances has undergone such 
revolutionary changes that many models 
but three years old are today definitely 
out of step if not downright obsolete. 

No less significant has been the 
trend in the apparatus field. New 
load-building campaigns, particularly 
house heating, have brought new de- 
mands and load factors upon manufac- 


turing equipment and distribution sys- 
tems. As a result, the exhibition will 
feature many outstanding improve- 
ments and innovations in production 
technique and distribution practice. 
The enthusiasm already manifested 
by the manufacturers in their coming 
exhibition is without precedent, and 
the officials of gas companies, keenly 
aware of the significance of this year’s 





President Caster 


show, are bending every effort to se- 
cure the attendance of their dealers 
and representative members of their 
own organizations. In a letter to the 
industry, dated September 11, Presi- 
dent Caster referred to the exhibition 
as a “stellar attraction” and appealed 
to all executives of gas companies to 
invite their dealers to visit the ex- 
hibition. “By extending such an in- 
vitation in person or by letter,” he 
wrote, “we will further cement the 
friendly relations existing between our 
industry and its dealers, and at the 
same time broadcast word of the ex- 
hibition in quarters where it will do 
us the most good.” 

The exhibition will open at nine 
o'clock on Monday morning, October 
29, and will remain open during the 
daytime until noon of Friday, No- 
vember 2. On Monday evening, how- 
ever, the exhibition will have its only 
night opening during the week, at 
which time the band of the Washing- 
ton Gas Light Company will give a 
concert. 

The committee in charge of the ex- 
hibition consists of: John A. Fry, De- 
troit-Michigan Stove Co., Detroit, 
Mich., Chairman; Frank H. Adams, 
Surface Combustion Corp., Toledo, 
Ohio; Merrill N. Davis, S. R. Dresser 
Manufacturing Co., Bradford, Pa,; J. 
Scott Fowler, Lovekin Wattr “Heater 
Co., Philadelphia, Pa.; W. P.* Hutch! 
inson, Sprague Meter Co., Bridgeport, 
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Conn.; H. J. Johnson, Remington- 
Rand Inc., Buffalo, N. Y.; W. T. 
Rasch, American Gas Products Corp., 
New York, N. Y.; F. E. Sellman, 
Electrolux Refrigerator Sales, Inc., New 
York, N. Y.; W. H. Wright, Semet- 
Solvay Engineering Corp., New York, 
N. Y., and C. W. Berghorn. 


Entertainment 


Entertainment features will be fully 
up to the standard of past conventions. 
Among the headliners, secured through 
the courtesy of Cities Service Com- 
pany, are Jessica Dragonette and The 
Revelers, exclusive radio stars of that 
company. It will be remembered by 
those who attended the 1930 Conven- 
tion that Miss Dragonette and the 
Cities Service Quartet were the out- 
standing hits of the Convention enter- 
tainment program. 

Miss Dragonette, whose exquisite 
lyric soprano voice is one of the best 
known over the radio, is young, blond 
and lovely. She has sung to millions 
of radio listeners in numerous Cities 
Service programs over a National 
Broadcasting Company network. Her 
amazing record of success includes be- 
ing voted the most popular woman 
singer on the air. She has memorized 
more than 500 songs and 75 operettas 
—and never uses notes when she sings. 

. The Revelers Quartet, acknowledged 
to be the most popular quartet on the 
air today, will appear on the program 
with Miss Dragonette. The quartet 
consists of Frank Parker, tenor; EIl- 


ft 





Jessica Dragonette 








OCTOBER 1934 


The Revelers 


liott Shaw, baritone: Lewis James, 
second tenor; and Wilfred Glenn, 
basso. 

An orchestra in keeping with the 
artistic standing of the above head- 
liners will round out the concert pro- 
gram and provide music for dancing. 


Washington Band 


The Washington Gas Light Com- 
pany band is composed of sixty mem- 
bers, largely from the distribution and 
manufacturing departments of that 
company. On Monday evening, Octo- 
ber 29, the band will parade from the 
Steel Pier down the Boardwalk to the 
Auditorium, and will open its concert 
in the Exhibit Hall at 8 o'clock. The 
band is led by Otto Siebeneichen, U. 
S. Army retired, who has had thirty 
years’ service as a band leader. Al- 
though it was organized as recently 
as January, 1931, it has participated in 
all of the important civic and patriotic 
parades in Washington, D. C., includ- 
ing President Roosevelt's inaugural 
parade. It has won numerous prizes 
locally for its appearance and musical 
ability, having won either first or sec- 
ond place in every competition in 
which it has entered where prizes were 
awarded. 

On Monday evening, the natural gas 
men afe invited to attend a special 
entertainment function in the Ball 


Room of the Auditorium at 9 o'clock. 
This entertainment is intended to re- 
vive natural gas memories of the past, 
and an appropriate program has been 
arranged, details of which will be 
issued shortly. 

As on former occasions, delegates 
to the Convention and their guests may 
enjoy the facilities of the Seaview Golf 
Club. Courtesy cards will be avail- 
able at the Registration Desk in the 
Auditorium. 

Following are members of the En- 
tertainment Committee: 

J. D. Creveling, Chairman, New 
York; C. W. Berghorn, Secretary, 
New York; H. M. Brundage, Jr., 
Washington, D. C.; T. E. Bullion, 
Detroit, Michigan; L. B. Crossman, 
Boston, Mass.; H. A. Ehrmann, New 
York City; Walter Fowler, Philadel- 
phia, Pa.; Ed. Guyer, Chicago, IIL; 
W. P. Hutchinson, Bridgeport, Conn. ; 
J. W. Moore, Birmingham, Ala. ; W. G. 
Murfit, Philadelphia, Pa.; George 
Ostlund, New York City; Miss Helen 
Reid, New York City; Earl Roberts, 
Detroit, Michigan; John Robertshaw, 
Youngwood, Pa.; J. D. Taylor, Wash- 
ington, D. C.; R. W. Wiederwax, 
Atlantic City, N. J., and J. A. Wood- 
ward, Chicago, IIl. 

Business sessions of the convention 
get under way at five o'clock on Sun- 
day evening with the meeting of the 
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Manufacturers’ Section, followed by a 
meeting of the Gas Appliances Insti- 
tute. The following day, Monday, 
will see the Natural Gas Department 
in session, with both morning and 
afternoon meetings, and in the eve- 
ning the annual dinner of the Execu- 
tive, Managing and Advisory Commit- 
tees. The next three days, Tuesday, 
Wednesday and Thursday, will be 
occupied by meetings of General Ses- 
sions and the various sections, the 
former taking place in the morning 
and the latter in the afternoon. 


Innovations 


Several innovations have been in- 
troduced into the business programs, 
some of which take the form of lunch- 
eon symposiums. The Home Service 
Committee will set the pace for early 
risers with a breakfast meeting on 
Wednesday morning at 8:30 o'clock at 
which two-minute talks will be made 
by home service directors. On Wed- 
nesday the Accounting Section will 
hold its luncheon conference, and on 
Thursday the recently created Public- 
ity and Advertising Committee will 
stage its luncheon symposium at which 
some pertinent advertising questions 
will be discussed informally. Chief 
among these is 
“Advertising in 
Competition with 
Government Spon- 
sored Business.” 
Exhibits of current 
gas company ad- 
vertising will be 
featured. Mem- 
bers of the Public 
Utilities Advertis- 
ing Association 





have also been invited to attend this 
advertising symposium. 

A special effort has been made this 
year to build a business program that 
meets today’s requirements of the in- 
dividual gas man. Speakers and topics 
have been chosen with this objective 
in mind, and a study of the business 
programs that follow will reveal that no 
vital problem of the day that is pressing 
for solution has been overlooked. 

General Sessions meetings will be 
held in the Grand Ballroom of the 
Auditorium. Featured at the three 
morning mectings are a number of ad- 
dresses and reports of more than usual 
significance this year because of na- 
tional economic conditions. President 
Caster, whose recent appearances be- 
fore gatherings of gas men have had a 
stimulating influence on sentiment, will 
comment on conditions prevailing in 
the industry, and will review the na- 
tional outlook from the point of view 
of the gas man. 

Alexander Forward, managing di- 
rector of the Association, will give a 





Otto Siebeneichen 
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resumé of the Association's activities 
during the past year, and there will be 
brief reports by chairmen of some of 
the Association’s general committees. 

F. T. Rainey, The Ohio Fuel Gas 
Company, Columbus, Ohio, will contrib- 
ute an address on “Selling Industrial 
Gas.” Mr. Rainey’s record as a success- 
ful promoter of industrial gas business 
makes him particularly well qualified 
to deliver a talk of practical value. 

Clifford E. Paige, The Brooklyn 
Union Gas Company, who was a dele- 
gate to the International Gas Confer- 
ence held at Zurich, Switzerland, in 
September, will bring to the Conven- 
tion a concise review of the most im- 
portant matters discussed at that meet- 
ing. 

Of particular interest to manufac- 
turers, dealers and sales managers, will 
be the address of George E. Frazer, 
of Chicago. Mr. Frazer is counsel for 
the Gas Appliances Institute. He will 
talk on “The Manufacturer, the Util- 
ity, and Dealer Relations.” 

Another address that is expected to 
strike a popular note will be contrib- 
uted by Lyle C. Harvey, of the Bryant 
Heater Company, Cleveland, Ohio. Mr. 
Harvey will describe the sales possi- 
bilities existing in the air condition- 
ing field. The title of his address is 
“The Gas Indus- 
try’s Next Op- 
portunity.” ace 

Delegates who 
have been looking 
forward to an au- 
thoritative analy- 
sis of present day 
business condi- 
tions will wel- 
come the address 
“The National 





Dorothy Reddish 





Employee band of the Washington Gas Light Company 





330 








Dr. Neil 
Carothers, 
Professor of 
Economics 
and Director 
of the Col- 
lege of Busi- 
ness Admin- 
istration at 
Lehigh Uni- 
versity, will 
deliver an 
address be- 
fore theGen- Dr. Neil Carothers 
eral Sessions 
on “The National Economic Situa- 
tion”—a subject which is at the 
forefront of discussion today. 

After graduating from the Uni- 
versity of Arkansas in 1904, Dr. 
Carothers attended Oxford Uni- 
versity, England, as a Rhodes 
scholar. Returning to the United 
States, he received his Ph.D. de- 
gree at Princeton in 1916. During 
the next four years he was assist- 
ant professor of economics and 
preceptor in economics and finance 
at Princeton. From 1920 to 1923 
he was connected with the Guar- 
anty Trust Company of New York, 
and since the latter date has been 
with Lehigh University. 

Dr. Carothers is a member of 
many associations, and an author of 
the book “Fractional Money” pub- 


| lished in 1930. 














Economic Situation” by Dr. Neil 
Carothers of Lehigh University, Beth- 
lehem, Pa. With a background of 
practical experience in business, Dr. 
Carothers is well qualified to present 
a subject which is at the forefront of 
discussion today. 

In addition to the foregoing it is 
planned to secure four prominent speak- 
ers who will contribute short addresses 
in a symposium on Mass Selling. 

Supplementing the above will be the 
presentation of the Charles A. Munroe 
and Beal Awards, the report of the Time 
and Place Committee for the 1935 
meeting, the presentation of blue vases 
to winners in the Refrigerator Sales 
Contest, the election of officers, the an- 
nual report of the treasurer, and the re- 
port of the Committee on Resolutions. 

The tentative programs of sectional 
meetings follow: 


FIRST ACCOUNTING SESSION 
TUESDAY, OCTOBER 30 
2 P.M. 
Auditorium 
Opening Remarks by Chairtnan 
E. B. Nutt, Standard Oil Co. of New 
Jersey, Pittsburgh, Pa. 
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Report of Nominating Committee 
J. M. Roserts, Chairman, The Peoples 
Gas Light & Coke Co., Chicago, IIl. 


Affiliated Representatives Committee 
A. S. Corson, Chairman, United Gas 
Improvement Co., Philadelphia, Pa. 


Compendium Committee 
C. J. Fue, Chairman, The Brooklyn 
Union Gas Co., Brooklyn, N. Y. 


Luncheon Conference Committee 
A. S. Corson, Chairman, United Gas 
Improvement Co., Philadelphia, Pa. 


General Accounting Committee 
F. J. BiscHorF, Jr., Chairman, Consoli- 
dated Gas Co. of N. Y., New York, 
mE. 

(a) Coding Systems for Accounts 
F. W. Cooper, Chairman, New- 
ark, N. J. 

(b) Transmission & Distribution 
Accounts (Comparative Prac- 
tices) 

E. R. RotraAMEL, Chicago, IIl., Chair- 
man. 


Office Management Committee 
E. J. Tucker, Chairman, The Con- 
sumers Gas Co. of Toronto, Toronto, 
Canada. 
(a) Filing Systems 
(1) Centralized Filing 
(2) Corporate Filing 
J. F. Weeks, Chairman, Brook- 
lyn, N. Y. 
(b) Wage Incentives for Collectors 
J. J. NATALE, Chairman, Phila- 
delphia, Pa. 
Accounting Machines Committee 
W. S. Bowser, Chairman, The Kop- 
pers Co., Pittsburgh, Pa. 
(a) Billing Machine Developments 
H. E. Curr, Chairman, Newark, 
N. J. 
(b) Photo Strip Accounting 


J. M. Kramarsik, Chairman, 
Hartford, Conn. 


(c) Wrinkles 
J. W. Mackie, Chairman, Wil- 
mington, Del. 


SECOND ACCOUNTING 
SESSION 
THURSDAY, NOVEMBER 1 
2 P.M. 


Auditorium 


Uniform Classification of Accounts 
Committee 
H. M. BrunpbaceE, Chairman, Consoli- 
dated Gas Co. of N. Y., New York, 
) ee 
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Natural Gas Representatives Committee 


L. L. Dyer, Chairman, Lone Star 
Gas Co., Dallas, Tex. 


Natural Gas Procedures 
F. Peters, Oklahoma Natural Gas 
Corp., Tulsa, Okla. 


Customer Accounting Committee 
E. N. KELLER, Chairman, Philadel- 
phia Electric Co., Philadelphia, Pa. 
(a) Customers’ Deposits 
R. B. MILNE, Chairman, New 
York, N. Y. 
(b) Control of Customer Account- 
ing Procedures 
L. A. Mayo, Chairman, Hart- 
ford, Conn. 
(c) Cash Receiving Procedure 


W. H. Gorortn, Chairman, Phil- 
adelphia, Pa. 


The Accountant’s Place in Executive 
Planning and Coordination of De- 


partment Functions 


J. I. BLANcHFIELD, The Brooklyn 
Union Gas Co., Brooklyn, N. Y. 


Customers Relations Committee 
W. G. Murrit, Chairman, Philadel- 
phia Gas Works Co., Philadelphia, Pa. 
(a) Effect of Credit & Collection 
Policies on Customer Relations 
S. H. Corson, Chairman, Jenkin- 








town, Pa. 


An address 
embracing a 
forecast of 
the oppor- 
tunities exist- 
ing in one of 
the largest 
heat using 
industries, 
that of ce- 
ramics, . will 
be delivered 
before the 
Industrial 
Gas Section 
meeting on Tuesday, October 30, 
by Leonard Scott Briggs, Ceramic 
Engineer of Lenox, Inc., Trenton, 
N. J. 

Mr. Briggs is a graduate of Rut- 
gers University, and from 1912 to 
1921 was engaged as a ceramic 
engineer in the production of build- 
ing materials for the National Fire 
Proofing Company, Pittsburgh, Pa. 
Since 1921 he has been ceramic en- 
gineer in the production of fine 
china and porcelain for Lenox, Inc. 

Mr. Briggs is an active member 
of the American Ceramic Society, 
and the New Jersey Ceramic So- 
ciety. The title of his address will 
be “Ceramics and the Potential 
Market for the Gas Industry.” 





Leonard S. Briggs 
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(b) Customer Relations in Smaller The Gas Appliance Society of Chi- George E. 
Communities “cago Frazer, of 
J. B. Jones, Chairman, Bridge- C. A. LuTHER, The Peoples Gas Light Chicago, 
ton, N. J. & Coke Co., Chicago, Iil. member of 


(c) Management's Responsibility in 
Employee Customer Contacts 


Louis STOECKER, Chairman, New- 
ark, N. J. 


FIRST COMMERCIAL SESSION 
TUESDAY, OCTOBER 30 
2 P.M. 


Auditorium 


Address of Chairman 
N. T. SELLMAN, Consolidated Gas 
Company of N. Y., New York, N. Y. 


What a National Campaign Like the 
Blue Vase Contest Can Do for the 
Industry 

R. A. MAtony, Chairman, Refrigera- 
tion Committee, The Philadelphia Gas 
Works Co., Philadelphia, Pa. 


Developments in Water Heating Sales 
Methods 


Davis DeBarp, Stone & Webster 
Service Corp., New York, N. Y. 


Cooperative Range Campaign 
The Pacific Coast 


F. M. Banks, Southern California 
Gas Co., Los Angeles, Calif. 


“Silica Gel 
and Its Uses 
in Condition- 
ing Air and 
Gases for In- 
dustrial Proc- 
essing” will 
be the sub- 
jectofa paper 
delivered be- 
fore the meet- 
ing of the In- 
dustrial Gas 
Section on J]. Maynard Lednum 
Tuesday, Oc- 
tober 30, by J. Maynard Lednum, 
who has been an official of the 
Silica Gel Corporation since 1916. 

Mr. Lednum is a graduate of the 
University of Maryland. He re- 
ceived the degree of Bachelor in 
Engineering from Johns Hopkins 
University in 1915. Since 1920 he 
has been active in the development 
of the uses of Silica Gel for com- 
mercial and industrial applications. 
He will bring to the Convention 
the latest information on the prog- 
fess of gas air conditioning in con- 
mection with manufacturing proc- 
esses—a topic of live and timely 

















interest. 


SECOND COMMERCIAL SESSION 


WEDNESDAY, OCTOBER 31 
2 P.M. 


Auditorium 


Symposium—Electric Competition in 
the Domestic Field 

W. W. Winter, Atlanta Gas Light 
Co., Atlanta, Ga.; A. J. Goss, Chat- 
tanooga Gas Co., Chattanooga, Tenn.; 
S. E. Linton, Nashville Gas & Heat- 
ing Co., Nashville, Tenn.; H. G. 
BoNNER, The Knoxville Gas Co., 
Knoxville, Tenn. 


Gas Industry and Home Modernization 


H. P. J. Sremvmetz, Public Service 
Electric & Gas Co., Newark, N. J. 


Why a Major House Heating Cam- 
paign—Its Advantages and Results 
Victor STARZENSKI, New York Power 
& Light Corp., Albany, N. Y. 
Sales Development Plans 
H. E. Dexter, Central Hudson Gas & 
Electric Corp., Poughkeepsie, N. Y. 
How Gas Companies Should Prepare 
for Summer Air Conditioning Sales 
J. C. PATTERSON, Bryant Heater Co., 
Cleveland, Ohio. 
Flood Lighting 
Speaker to be selected. 


HOME SERVICE COMMITTEE 
HOME SERVICE BREAKFAST 
WEDNESDAY, OCTOBER 31 
8:30 A.M. 

Hotel Shelburne 
(Reservations must be made by 5 P.M. 
Tuesday, October 30, at A.G. A. Registra- 

tion Desk, Auditorium. Tickets $1.25.) 
Home Service Activities—Group of 

two-minute talks by home service 

directors. Led by the Chairman of 

the Home Service Committee. 
Dorotuy E. SHANK, American Stove 
Company, Cleveland, Ohio. 

Talks: Demonstrations in Homes; 
Girl Scout Classes; Home Service 
Plays; Regional Meetings; School 
Cooperation in Home Call Work; 
Children’s Cookery Classes. 


Home Modernization Plan as It Af- 
fects Home Service 


RutH Sourz, Brooklyn Union Gas 
Company, Brooklyn, N. Y. 


Frazer and 
Torbet, . ac- 
countants, 
and counsel 
for the Gas 
Appliances 
Institute, will 
contribute a 
General Ses- 
sions address 
on ‘‘The 
Manufacturer, the Utility and 
Dealer Relations.” 

Mr. Frazer became a member of 
the Wisconsin bar in 1912 and the 
Illinois bar in 1916. He was con- 
sulting accountant of the City of 
Milwaukee, 1911, Professor of Pub- 
lic Accounting and Comptroller, 
University of Illinois, 1913-15, and 
general auditor, Montgomery Ward 
and Co., 1915-17. 

In 1917 Mr. Frazer devised the 
Illinois State financial system. The 
following year he became Director 
of Finance, United States Govern- 
ment, and in 1919 became a mem- 
ber of the Committee on Financial 
Administration, U. S. Shipping 
Board, Emergency Fleet Corpora- 
tion. As general counsel to the 
Governor and Legislature, State of 
Ohio, he assisted in the reorgan- 
ization of the government of that 
State in 1921. 

Mr. Frazer is the author of nu- 
merous technical papers on finance 
and business management. 





George E. Frazer 














SECOND HOME SERVICE 
COMMITTEE SESSION 


WEDNESDAY, OCTOBER 31 
4 P.M. 
Crane Building—Next Door to 
Auditorium 


Consumer Stand- 
ards 
ALICE EpD- 
WARDS, Ameri- 
can Home 
Economics As- 
sociation, Wash- 
ington, D. C. 
Newer Knowledge 
of Meat Cookery 
INEZ WILLSON, 
National Live 
Stock & Méat 
Board, Chicago, 
Ill. 


Water Temperatures in Home Laun- 
dering 


FaYE HAMILTON, McCall’s Magazine, 
New York; N. Y. 





Dorothy E. Shank 











332 


Franklin T. 
Rainey, Busi- 
ness promo- 
tion manager 
of Columbia 
System’s 
Columbus 
Group of gas 
companies, 
comes out of 
a background 
that is rich 
in experience 
to prepare 
him for an 
address on “Selling Industrial Gas” 
before General Sessions. 

Graduating in engineering from 
Pennsylvania State College, Mr. 
Rainey went with the Henry L. 
Doherty & Company in the indus- 
trial heating department which was 
the first of its kind in the United 
States. Three years later, he be- 
came an industrial sales engineer in 
the Chicago territory of the Sur- 
face Combustion Corporation at 
Toledo, a Doherty subsidiary. After 
two years he went with the Toledo 
Edison Company, another Doherty 
property, as industrial engineer in 
the manufactured gas division. 

When Cities Service Company 
sold the manufactured gas division 
of Toledo Edison to Columbia Sys- 
tem, Mr. Rainey became industrial 
sales manager for The Ohio Fuel 
Gas Company, where he managed 
industrial gas sales for the five com- 
panies comprising Columbia Sys- 
tem’s Columbus Group. Under his 
direction industrial gas sales of 
the Columbus Group have climbed 
steadily during the last three years 
until the volume now exceeds the 
former peak year of 1929. Last 
year, he was made Business Promo- 
tion Manager for these companies, 
assuming supervision of domestic 
and industrial gas sales, merchan- 
dise sales, advertising, and home 
service. 


Franklin T. Rainey 














Home Service Abroad 


DorotHy DicNaAM, N. W. Ayer & 
Son, Philadelphia, Pa.; KAREN FLA- 
DOES, Equitable Gas Co., Pittsburgh, 
Pa. 


FIRST INDUSTRIAL GAS 
SESSION 
TUESDAY, OCTOBER 30 
2 P.M. 
Auditorium 


Chairman’s Address 
F. B. Jones, Equitable Gas Company, 
Pittsburgh, Pa. 


Modernizing the Oldest Mechanical 
Art 


L. S. Briccs, Ceramic Engineer, Lenox, 
Inc., Trenton, N. J. 


AMERICAN GAS ASSOCIATION MONTHLY 


Silica Gel and Its Uses in Conditioning 
Air and Gases for Industrial Proc- 
essing. 

J. MayNnarp LEpDNuM, Engineer, Silica 
Gel Corporation, Baltimore, Md. 


Market for and Promotion of Retail 
Industrial Gas Sales 


H. A. Sutton, Public Service Electric 
and Gas Co., Newark, N. J. 


SECOND INDUSTRIAL GAS 
SESSION 
WEDNESDAY, OCTOBER 31 
2 P.M. 

Auditorium 


Round Table Discussion 


Furnace Atmosphere Control 


W. M. Hepsurn, Surface Combustion 
Corp., Toledo, Ohio. 


Effective Saving of Gas Fuel by Use 
of Insulation Refractory Materials 


R. P. Wiitson, The Philadelphia Gas 
Works Co., Philadelphia, Pa. 


Light Fuel Oil Competition 


C. G. SEGELER, American Gas Asso- 
ciation, New York, N. Y. 


Instances of Unusual Applications of 
Gas Fuel 


C. W. GALE, Public Service Company 
of Colorado, Denver, Colo. 


THIRD INDUSTRIAL GAS 
SESSION 
THURSDAY, NOVEMBER 1 
2 P.M. 
Auditorium 


Hotel, Restaurant and Food Products 
Sales Symposium 


Restaurant, Hotel, Food Preparation 
and Control Devices 


C. F. Stopparp, Butler Hall, New 
York, N. Y. 


Competitive Situation and How to 
Combat It in the Small and Large 
Bakery 


F. H. TREMBLY, Jr., Philadelphia Gas 
Works Co., Philadelphia, Pa. 


The Modern and Improved Hotel and 
Restaurant Appliance 


D. BroGAaNn, Consolidated Gas Co. of 
New York, N. Y. 


Dealer Cooperation 


T. J. GALLAGHER, The Peoples Gas 
Light and Coke Co., Chicago, Ill. 
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MANUFACTURERS’ SESSION 
SUNDAY, OCTOBER 28 
5 P.M. 
Hotel Traymore 


Address of Chairman 
Joun A. Fry, Detroit-Michigan Stove 
Co., Detroit, Mich. 
Report of Nominating Committee 
D. B. Stokes, United States Pipe & 
Foundry Co., Burlington, N. J. 
Washington Activities 
GeorGE W. BEAN, Washington, D. C, 


New Business 


Adjournment 


GAS APPLIANCES INSTITUTE 


(To convene immediately following ad- 
journment of Manufacturers’ Section meet- 
ing.) 

Address of Chairman 


JouN A. Fry, Detroit-Michigan Stove 
Co., Detroit, Mich 


Report of Counsel 


GeorGE E. FRAZER, Gas Appliances 
Institute, Chicago, Ill. 


Report of Secretary and Treasurer 
C. W. BERGHORN 


Report of Chairman, Gas Range Insti- 
tute 


Charles 
Fuller Stod- 
dard, owner 
and operator 
of Butler 
Hall, New 
York, will 
discuss ‘‘Res- 
taurant, 
Hotel, Food 
Preparation 
and Control 
Devices” be- 
fore the 





Charles F. Stoddard 








Hotel and 

Food Products Sales Symposium of 
the Industrial Gas Section at its 
meeting Wednesday, October 31. 

Mr. Stoddard is the inventor of 
the pneumatic tubes which carry 
the United States mail in New 
York City. He is also the inventor 
of the Ampico piano and all of its 
automatic devices. This period of 
his life covered a space of twenty 
years. 

For the past four years, he has 
been in the restaurant business, two 
years of which were devoted to 
studying conventional methods of 
cooking and the last two to the de- 
velopment of a new scientific 
method of cookery. He is widely 
known as an authority on up-to- 
date developments in the field of 
food preparation. 
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Mason P. Roper, Geo. D. Roper 
Corp., Rockford, Ill. 


Report of Chairman, Gas Water Heater 
Institute 


W. T. Rascu, American Gas Prod- 
ucts Corp., New York, N. Y. 


Report of Chairman, Gas Space Heater 
Institute 


Cart E. FROELICH, Continental Stove 
Co., Ironton, Ohio. 


Report of Chairman of Gas Boiler, 
Furnace & Conversion Burner In- 
stitute 


FRANK H. ApAmMs, Surface Combus- 
tion Corp., Toledo, Ohio. 


Report of Chairman of Gas Appara- 
tus and Accessories Institute 


DonatpD McDonaLp, American Me- 
ter Co., New York, N. Y. 


New Business 


NATURAL GAS DEPARTMENT 
MONDAY, OCTOBER 29 
9:30 A.M. 
Ambassador Hotel 


Annual Meeting Main Technical and 
Research Committee 


H. C. Cooper, Chairman, Hope Nat- 
ural Gas Co., Pittsburgh, Pa. 


11 A.M. 


ANNUAL MEETING, NATURAL 
GAS DEPARTMENT 


Chairman’s Address 


FRANK L. CHAsE, Lone Star Gas Co., 
Dallas, Texas. 


Report of Main Technical and Re- 
search Committee 


H. C. Cooper, Chairman, Hope Nat- 
ural Gas Co., Pittsburgh, Pa. 


Vice-President Y oung 


Report of Nominating Committee and 
Election of Officers 


GrorcGeE W. RATCLIFFE, Chairman, 
Manufacturers’ Light & Heat Co., 
Pittsburgh, Pa. 


Address—Standby Gas 
L. J. Wien, Byllesby Engineering 
and Management Corp., Chicago, Ill. 
Announcements and Adjournment 
2 P.M. 


Address—Compressor Station Prob- 
lems 
Burt R. Bay, Panhandle Eastern Pipe 
Line Co., Kansas City, Mo. 
Natural Gas Fellowships 


JoHN B. ToNnkKIN, Peoples Natural 
Gas Co., Pittsburgh, Pa. 
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Internal Corrosion of Pipe Lines 
ELMER F. ScuHmipt, Lone Star Gas 
Co., Dallas, Texas. 

Reviewing the Developments and 
Economics in Electric Drainage of 
Natural Gas Pipe Lines 

A. F. Bripce, Southern Counties Gas 
Co., Los Angeles, Calif. 

Patrolling of Natural Gas Pipe Lines 

by - Airplane 
B. C. Comrort, Mississippi River 
Fuel Co., St. Louis, Mo. 
The Commercial End of the Gas Busi- 
ness 
B. H. GARDNER, Columbia Gas and 
Electric Corp., Columbus, Ohio. 
6:30 P.M, 

Annual Meeting and Dinner of the 
Executive, Managing and Advisory 
Committees 


PUBLICITY AND ADVERTISING 
COMMITTEE 
LUNCHEON SYMPOSIUM 
THURSDAY, NOVEMBER 1 


1 P.M. 
Ambassador Hotel 


(Reservations must be made by 9 A.M., 
Nov. 1, at A.G.A. Registration Desk, 
Auditorium. Tickets $1.25. All dele- 
gates to the Convention and all members 
of the Public Utilities Advertising Asso- 
ciation in attendance are invited to this 
Symposium.) 

Advertising in Competition with 
Government Sponsored Business 
Selling Industrial Gas by Direct Mail 

Advertising 
National Advertising Sometime Versus 
Regional Advertising Now 


Promotional Possibilities of the A.G. A. 
Laboratory Seal 


(Continued on page 371) 





Presiding Sectional and Departmental Officers 





F. L. Chase 
Natural Gas Dept. 


E. B. Nutt 
Accounting Section 





N. T. Sellman 
Commercial Sect. 


O. S. Hagerman 
Technical Sect. 


Manufacturers’ Sect. 





J. A. Fry F. B. Jones 


Industrial Gas Sect. 
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Herbert E. Cliff 





H. M. Brundage 
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Some of the Speakers Appearing On 





L, J. Willien Lyle C. Harvey 





F. J. Bischoff, Jr. I. K. Peck J. I. Blanchfield 





G. W. Ratcliffe F. B. Parke E. F. Schmidt Louis Stoecker 


H. Obermeyer Alexander Forward 





A. S. Corson 





Dr. Scott Ewing J. W. Mackie 


W. G. Murfit 
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the Atlantic City Convention Program 





F. M. Banks C. A. Luther J. B. Jones 





John B. Tonkin 





Ben C. Comfort H. W. Battin H. A. Sutton E. N. Keller 








E. F. Pohimann W. S. Bowser 








: W. M. Hepburn F. H. Trembly, Jr. H. E. Dexter S. H. Corson Daniel J. Brogan 
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Steps Taken To Cooperate With Better 
Housing Program 


EPORTS from various sections of 

the country indicate that gas 
companies and appliance manufactur- 
ers are rapidly coming to realize the 
potentialities in the vast publicity and 
sales campaign being sponsored and 
financed by the Government to put 
across the better housing program in- 
augurated by the National Housing 
Act. Many companies are cooperating 
with the Federal Housing Administra- 
tion directly and with local organiza- 
tions in order to obtain the greatest 
benefit from this Act. 

The American Gas Association has 
made every effort to keep its member 
companies advised of the steps in this 
program and, in some instances, has 
furnished copies of Government pam- 
phlets which were of particular sig- 
nificance to gas companies and appli- 
ance manufacturers. A ruling by the 
deputy administrator of the Federal 
Housing Administration to the effect 
that “any equipment that is connected 
with gas piping, water piping or elec- 
tric wiring may be included in loans 
insured by the Administration,” was 
made in response to an inquiry by the 
Association. 


Appliances Listed 


In this inquiry, the following gas 
appliances were listed as being avail- 
able in the modernizing and renova- 
tion of homes and stores: gas ranges, 
water heaters, central heating boilers 
and furnaces, conversion burners for 
central heating, garage heaters, gas 
steam radiators, incinerators, laundry 
dryers, space heaters, including unit 
heaters, fireplace heaters of all types, 
and refrigerators. It was pointed out 
that in at least 90 per cent of the 
cases, these appliances are connected 
by pipe with rigid fittings and also that 
the appliance manufacturing industry 
has been defined as a capital goods in- 
dustry. 

At this writing, the Administration 
has distributed the following five pam- 
phlets covering the various steps in 


Information concerning the 
activities of other companies | 
will be published in the) 
A.G. A. Monthly as soon as | 
details are available. The As- | 
sociation would like to be) 
kept advised of the plans and | 
progress of company mem- | 
bers who are cooperating | 
with the Housing Program. | 











the campaign: 1. How Owners of 
Homes and Business Property Can Se- 
cure the Benefit of the National Hous- 
ing Act. 2. Community Campaign— 
How Your City Can Get the Greatest 
Benefit from the National Housing 
Act. 3. Architects, Contractors Build- 
ing Supply and Other Merchants—- 
Your Opportunity, Your Responsibil- 
ity. 4. Bulletin for Manufacturers, 
Advertising Agencies and Publishers. 
5. Community Planning. 

Pamphlets listed under numbers one 
and three have been distributed by 
the Association to company members, 
as it was thought that they were of 
particular interest to gas companies. 
The other three pamphlets have been 
called to the attention of company 
members in special releases. 

Additional bulletins issued by the 
Federal Housing Administration have 
outlined the modernization credit plan 
and covered information relating to 
credit insurance for the alteration, re- 
pair and improvement of real property. 
Other material released includes a 
portfolio of publicity for use of com- 
munity campaign committees and an 
outline of procedure for cooperation 
with Federal Housing Administration. 
Any or all of the above-mentioned ma- 
terial may be had upon application to 
the Federal Housing Administration 
or from local agencies. 

It is recommended that gas com- 
panies, who have not already done so, 
take steps to contact local headquar- 
ters organizations of the Better Hous- 
ing Program and to cooperate in 


every way possible to increase the sale 
of gas appliances in the home and 
store. Appliance manufacturers should 
be alert to see that the gas industry is 
well represented in the presentation of 
new and modern equipment. 

The accompanying chart shows the 
lines along which the housing cam- 
paign is being organized locally. A 
study of this chart and of the pam- 
phlets and bulletins which have been 
issued will reveal many ways in which 
companies can tie in with the program. 
The following excerpts from an out- 
line of the work of the Building Indus- 
try and Consultation Committees 
should prove of interest: 


Local Organization 

The Building Industry Committee 
“should be broadly representative of 
the manufacturers, dealers and distrib- 
utors of building materials and equip- 
ment; and the builders, contractors, 
architects, building tradesmen and 
workers whose services or labor may 
be employed in the Better Housing 
Programs. 

“The committee should arrange for 
the active cooperation of these inter- 
ests in such ways as the tying in of 
their own newspaper, direct-mail or 
radio advertising with the general pur- 
pose of the Housing Program; donat- 
ing the services of their salesmen or 
other employees as volunteer workers 
in the field canvass. 

“This committee should supply the 
Consultation Committee with a list 
of dealers (by districts, if necessary) 
handling various types of materials 
and equipment so that these lists may 
be available to property owners who 
desire to make purchases; and with a 
list of architects, builders, contractors, 
and sub-contractors who are available 
for employment in making various 
types of repairs, alterations and im- 
provements.” 

The importance to the gas industry 
of the Consultation Committee will be 
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readily understood from an outline of 
its function. It is to give free advice 
to property owners on the following: 


1. Sources and approximate prices of 
building materials and equipment; 


2. Names of qualified architects, con- 
tractors, and sub-contractors, avail- 
able to do modernization or repair 
work; 

. General advice as to what types of al- 
terations, repairs, and improvements 
are desirable and necessary; 


ww 


4. Rough estimates of the cost of various 
types of work; 


5. Names of financial institutions ap- 
proved to make modernizing loans. 


Intensive advertising and publicity, 
consisting of the use of newspapers, 
radio, outdoor advertising, street car 
posters, special exhibits, parades, con- 
tests, speakers’ bureaus, moving pic- 
tures, etc., will be followed by a per- 
sonal house-to-house or property-to- 
property canvass by a large force of 
volunteer workers. It is suggested that 
companies cooperate in this field cam- 
paign. 

Potential Business 

The Federal Housing Administra- 
tion calls attention to the potential 
business offered by the Better Housing 
Program. In support of this conten- 
tion, facts and figures are listed which 
are taken from a Better Homes Con- 
test conducted in 1933 on a large scale 
by a leading national publication. 
Quoting from the results of this sur- 
vey, the Administration points out that 
“in one city in Pennsylvania, for ex- 
ample, there were 8,459 houses in- 
vestigated, and something over 6,000 
of them were over 40 years old. In- 
vestigation disclosed : 


2,541 with no tubs or showers; 

684 with no electricity or gas; 
1,062 with no indoor toilets, and 
3,402 with no central heating plant.” 


Another example cited was of an 
Arkansas City, in which 25,000 houses 
were surveyed. The survey disclosed 
that 7,630 had no electricity or gas. 
One feature of the drive will be the 
effort to promote kitchen moderniza- 
tion. In addition to advertising, fea- 
ture stories are provided for women’s 
pages designed to create a desire for 
new equipment and better arrange- 
ment. These articles are illustrated 
with photographs showing what trans- 


formations modern equipment and 
careful planning can bring about in 
old kitchens. Other stories concen- 
trate on the basement, illustrating how 
it can be made more attractive. 

The American Gas Association will 
keep its members further informed of 
any new developments in this pro- 
gram, but it is urged that all interested 
companies maintain close contact with 
their local organizations. Any further 
information can be secured upon ap- 
plication to the Federal Housing Ad- 
ministration, Washington, D. C., 
which is prepared to afford every as- 
sistance in planning campaigns. 
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“1. All of our four hundred and 
twenty-five salesmen and a large part 
of our ten thousand employees have 
already been informed of the plan. 


“2. About October 10th, we will 
distribute more than one-half million 
copies of a company publication which 
will carry a special article to our cus- 
tomers and approximately one hundred 
thousand stockholders. 

“3. Special window displays will be 
used in all of our offices throughout 
the month of October. 


“4. Through local organizations of 
gas and electric appliance dealers and 
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Typical organization chart for local Better Housing Campaign 


A brief description of the activi- 
ties of two large gas companies is in- 
cluded here. The Association has been 
advised of the participation of other 
companies in the Better Housing Pro- 
gram and this information will be pub- 
lished in THE MONTHLY as soon as 
details are available. 


P. G. & E. Plans 

In a telegram to James A. Moffett, 
Federal Housing Administrator, which 
was read before a meeting of manu- 
facturers held at the Willard Hotel in 
Washington, D. C., September 12, 
A. F. Hockenbeamer, president of the 
Pacific Gas and Electric Company, 
presented the following outline of 
steps already taken or in process: 


contractors, funds will be raised for 
special advertising in principal news- 
papers. Several meetings have al- 
ready been held under the chairman- 
ship of our general sales manager and 
we will undoubtedly secure the full co- 
operation of these groups.” 


Brooklyn Campaign 

The campaign launched by The 
Brooklyn Union Gas Company is de- 
scribed as follows by Hugh H. Cuth- 
rell, manager of the new business de- 
partment: 

“What You Can Do with Your 
Property Modernization Loan” is the 
title of a four-page folder which The 
Brooklyn Union Gas Company has 
sent out to customers, dealers and em- 
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ployees in connection with the cam- 
paign started as a result of the Na- 
tional Housing Act. This advertising 
piece is being sent to one-family 
houses in our territory. In addition 
copies are at all cashiers’ counters and 
on all sales floors so that persons who 
come in to pay their gas bills or in- 
spect appliances can obtain them. 

The circular informs the customer 
that gas appliances can be purchased 
with a Property Modernization Loan. 
It also suggests that the customer tele- 
phone the company should he or she 
want additional information. 

These calls will be taken care of by 
employees who have been instructed 
in handling this matter. It is thought 
that in many cases these calls may 
result in valuable leads to appliance 
prospects. We will obtain the name 
and addresses of people who are in- 
terested in modernizing their property. 
If the information we receive appears 
worth while and there are gas burning 
appliances involved, the name, address 
and necessary information is turned 
over to the Sales Department. This 
makes for prompt action by our sales- 
men in getting to prospects and mak- 
ing a sale before competitors do so. 

Previous to sending out the above- 
mentioned folder we sent to our deal- 
ers copies of the National Housing Act 
folder which was published jointly by 
Time and the Architectural Forum. 
This describes the background, pro- 
visions and possibilities of the Act. 
Together with it we sent a letter urg- 
ing the dealers to see their customers 
and explain the National Housing Act 
with a view to obtaining gas appliance 
sales. 


Survey 

At the time the decision was given 
that gas appliances could be purchased 
under a National Housing Act Loan, 
we were completing a survey of the 
refrigeration and water heating equip- 
ment in the 274,947 one- and two- 
family homes in our territory. 

This information was obtained by 
the company's meter readers who have 
entry to the customer's home and can 
thus obtain more accurate information 
than any other agent. In order not to 
interfere with the regular duties of 
these meter readers, they have been 
assigned only a limited number of 
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homes to survey each month. They 
are also compensated when a gas re- 
frigerator or water heater is sold in 
a home which they have surveyed. 
To collect this data printed forms 
were inserted in the meter reader's 
book. These forms contain the name 
and address of the customer as well 
as the type of home (one- or two- 
family). An initial designates in 
which of the branch districts the home 
is located. There is space for the me- 
ter reader to check the type of refrig- 
eration or water heating equipment the 


Color of Card 


customer possesses. This report is 


signed by the indexer. 


Prospect Cards 
This information is transferred in 
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punch code to another form card. By 
means of the mechanical tabulating 
equipment, the second form cards are 
sorted by kind of appliance and the 
corresponding fuel and into various 
fuel combinations of the two types of 
equipment being surveyed. 

There are nine of these various com- 
binations. Each of these combinations 
has a different colored card, on which 
appears the name and address of the 
prospect, to facilitate salesmen and the 
advertising force to know at a glance 
the appliance equipment of the pros- 
pect. These divisions are as follows: 


Prospect’s Appliance 


1. White Coal Pot and Ice Box 

2. Canary Coal Pot and Electric Refrigerator 

3. Goldenrod Coal Pot and Gas Refrigerator 

4. Blue Side Arm Gas Water Heater and Ice Box 

5. Buff Side Arm Gas Water Heater and Electric Refrigerator 
6. Green Side Arm Gas Water Heater and Gas Refrigerator 

7. Cherry Automatic Gas Water Heater and Ice Box 

8. Pink Salmon Automatic Gas Water Heater and Electric Refrigerator 
9. Grey Automatic Gas Water Heater and Gas Refrigerator 


With this information we are now 
ready to invade our market in efforts 
to sell gas appliances financed by loans 
procured under the National Housing 
Act. 





Lone Star Gas Company Extends 
Pipe-Line System 


IHE first major construction work un- 

dertaken by the Lone Star Gas Com- 
pany in five years is now under way. A 
70-mile line of welded 12-inch gas pipe 
will be laid across five counties from a 
point south of Waco into the gas fields in 
the proven area of Long Lake in Anderson 
county. 

Representing an investment of almost a 
million dollars, the construction work will 
employ several hundreds of men. Survey on 
right-of-way for the line was started during 
August and the line will be completed 
about December 1, in time to assist in han- 
dling the increased load anticipated by gas 
company officials during the coming winter. 

Work of building the line will be under 
the direction of Frank L. Chase, vice-presi- 
dent and operating manager of the Lone 
“tar; and will be supervised by Elmer F. 
Schmidt, general superintendent, Julian L. 
Foster, chief engineer, R. Vandercook, su- 
perintendent of pipe lines, and Luther 
Tolbert, assistant superintendent of pipe 
lines. 

The new line, which will tie into the 
Lone Star pipe-line system at two points, one 
‘ust south of Waco and other near Groes- 
beck in Limestone county, will strengthen 
the gas supply for the towns on the south- 
ern end of the 4,000-mile system giving 


the double protection of both West Texas 
and East Texas fields’ supply to a group 
of cities including Waco, Temple, Bryan, 
Georgetown and Marlin. 

Capacity of the line will be around 
30,000,000 cubic feet a day. The Lone 
Star has gas purchase contracts in the Long 
Lake area of Anderson county which al- 
lows gas to be taken from the field at high 
pressure up to 500 pounds per square inch. 
No compressor stations will be necessary 
under prevailing rock pressure conditions 
in the field. 

The line will run south of Texas, 
through McClellan, Falls, Limestone and 
Freestone counties into the southwest part 
of Anderson county. One of the outstand- 
ing engineering problems encountered dur- 
ing its construction will be a submerged 
crossing of the Trinity River just north of 
State Highway Bridge 43 west of Pales- 
tine. 

All 12-inch pipe used in construction of 
the new line will be moved from other 
locations on the system, will be cleaned at 
concentration points, shipped to pipe-line 
locations and given a second cleaning after 
it has been welded and placed on skids 
over the ditch. 
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Walter C. Beckjord Elected 
to Columbia Gas 


ALTER C. 

BECKJORD, 
formerly vice-presi- 
dent and _ general 
manager of the Bos- 
on Consolidated 
Gas Company, has 
been elected to the 
recently created 
position of vice- 
president and gen- 
eral manager of the 
Columbia Gas and 
Electric Corporation, 
N. Y., it was an- 





W.C. Beckjord 


nounced September 11. 

Four additional directors were elected 
to the Board: Mr. Beckjord, Edward Reyn- 
olds, Jr., the executive vice-president; C. I. 
Weaver, a vice-president, and Frank M. 
Tait, president of the Dayton Power and 
Light Company. The elections added three 
directors to the board, which now consists 
of twenty-one members, and filled the 
vacancy caused by the resignation several 
months ago of Charles A. Munroe. 

Mr. Beckjord was graduated in 1909 from 
the University of Minnesota, having 
worked during summer vacations as cadet 
engineer for the St. Paul Gas Light Co. 
After graduation he became construction 
engineer for the St. Paul utility, and left 
in 1916 to become assistant engineer for 
the American Light & Traction Co. In 
1922 he was elected vice-president and chief 
engineer of the latter company. He became 
vice-president and general manager of the 
Boston Consolidated Gas Company in 1929. 

Mr. Beckjord is a director of the Ameri- 
can Gas Association, has served two terms 
as chairman of the Technical Section, and 
one term as chairman of the Commercial 


Section. 


Public Service Appointments 
NNOUNCEMENT has been made by 
Vice-President John A. Clark, in charge 
of gas operation, Public Service Electric 
and Gas Co., Newark, N. J., of the ap- 
pointment of James Ashworth, to be en- 
gineer of gas distribution of the Hudson 
Division, succeeding Eugene J. Donahue, 
who died August 6. Mr. Ashworth was 
assistant engineer of distribution in that 
division. 

The following other appointments in the 
Hudson Division gas department were an- 
nounced by Mr. Clark: 

Martin J. White to succeed Mr. Ash- 
worth as assistant engineer of distribution, 
Hudson Division. Mr. White was superin- 
tendent of distribution, North Hudson Dis- 
trict. 

Juan A. Babcock, who was assistant to 
the engineer of distribution, Hudson Divi- 
sion, to be superintendent of distribution, 
Jersey City and Bayonne Districts. 

Einer W. Rasmussen to be superintendent 
of the North Hudson and Hoboken Dis- 
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PHYSICIAN TO THE GAS INDUSTRY 


By JACOB B. JONES, Superintendent 
The Bridgeton Gas Light Co., Bridgeton, N. J. 


It would be quite impossible to say in mere words just what the Associa- 
tion means, or should mean, to every gas company. For ourselves, we 
regard it very much the same as we do our relations with our own per- 
sonal physician. 

We know that his services are there when we require them, but hope 
that we shall not need him. To more fully explain, we have had for many 
years an arrangement with our physician, whereby he takes care of the 
entire family for a certain sum, regardless of the number of visits that we 
may make, or the times that he may be called to the house. 

We pay him to keep us well, and he does that by insisting upon the 
family coming to his office at certain times during the year for a complete 
physical examination. What we are trying to say is that his services are 
there when we need them. 

This is what I think the American Gas Association does for the indus- 
try. First, it is the national body and the representative of the gas industry, 
and speaks for it as a whole. ; 

As to getting your money’s worth, that seems to me to be the least con- 
sideration. The fact that the Association issues an Information Service 
covering concise subjects of interest to gas companies is one of the im- 
portant features. The regular issue of The Monthly keeps us in touch 
with activities in every department of the gas industry, and makes us feel 
acquainted with them. 

We have found the A. G. A. Rate Service to be invaluable as a refer- 
ence, and the Monthly Summary of Gas Company Statistics helps us to 
keep a check on ourselves. 

There are so many things that the Association does for its member 
companies that a recital of them would look something like a form sheet 
at the races, and I am not going to undertake to go to this length. How- 
ever, I have saved to the last what we consider to be one of the greatest 
activities of the Association, and that is the Annual Convention, where we 
are privileged to learn of the latest developments within the industry, 
and once more to have the educational benefits of an Exhibition. 

We live almost next door to Atlantic City, and have always taken a 
large delegation of our men to visit the Exhibition and attend the Con- 
vention sessions. That alone provides enough inspiration to more than 
pay us in return for all that we contribute to the Association in the way of 
dues. 

An association is only as strong as its members care to make it, and to 
my mind every gas company should be enrolled and every gas company 
employee, whether an executive or occupying a position as a worker in 
the ranks, should consider the American Gas Association to be their 
association. 





tricts. Mr. Rasmussen was assistant to the 
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Elmer B. Dunkak, vice-president of the 


engineer, Passaic Division. 

Mr. Clark also announced the appoint- 
ment of Wilmer K. Allebach to be superin- 
tendent and Percy H. Winch, assistant su- 
perintendent of the Camden Coke plant of 
the company. 


Presents Paper on Immersion 
Heating 


At the annual convention of the Associ- 
ation of Iron & Steel Electrical Engineers 
held in Cleveland, Ohio, September 18-20, 


C. M. Kemp Mfg. Co., presented a paper 
entitled “Theory and Practice of Immer- 
sion Heating with Gaseous Fuels.” 

Mr. Dunkak presented seven advantages 
that immersion heating possesses over ex- 
ternal methods commonly in use. He also 
gave four concrete examples where im- 
mersion heating had proved a distinct im- 
provement in different industries. 

Concluding his address, Mr. Dunkak 
said: “Looking into the future of immer- 
sion heating, I see new fields to conquer, 
a wide range of usefulness. Hot galvanizing 
and steel finishing in general I regard as the 
next important fields.” 








New Technical Bulletin by 
Industrial Research 
Committee 


N connection 

with Project No. 
26, Research in the 
Effect of Operating 
Temperatures on the 
Combustion of In- 
dustrial Gas, the 
Committee on In- 
dustrial Gas Re- 
search, F. J. Rut- 
ledge, chairman, has 
just published a bul- 
letin giving the re- 
sults of an extensive 
study of the effect 
of furnace wall temperatures on the com- 
bustion of industrial gas. This bulletin, 
which was prepared by the American Gas 
Association Testing Laboratory, as a result 
of its original investigations into the subject, 
supplements Bulletin No. 723 published 
last Fall entitled “Research in Funda- 
mentals of Combustion Space Require- 
ments in High Temperature Gas Furnaces.” 

The data secured during this research 
and recorded in the new bulletin collabo- 
rates in a general way the preliminary re- 
sults reported in the previous bulletin. In 
addition, considerable information _here- 
tofore unknown and of practical value was 
secured concerning the effect of combustion 
chamber wall temperatures on the combus- 
tion of gas under varying conditions. 

An important result incidental to the 
main study was the development and adop- 
tion of a precise means for the determi- 
nation of high flue gas temperatures by 
means of the spectral-line reversal method. 
In this work the Laboratory was fortunate 
in having the valued assistance of the 
Pittsburgh Experiment Station of the U. S. 
Bureau of Mines and Lamp Research Lab- 
oratory of the General Electric Company. 
Results are reported not only on refractory- 
lined walls but water-cooled walls as 
well. 

Authentic data are presented which show 
the practicability of releasing B.t.u.’s in 
limited combustion spaces that are con- 
siderably higher than any that have yet 
been practiced in commercial installations. 
These data should be valuable to engineers 
concerned with designing gas installations 
for large power boilers as well as gas ap- 
plications for industrial furnaces of both 
large and small capacities. 

From the purely scientific view the bul- 
letin assumes importance not only from 
the standpoint of the data reported but also 
since procedures developed will materially 
aid investigators in the field of combustion 
in their work in the future. 


F. J. Rutledge 


Brewer Re-elected 


W. BREWER, auditor of the Ameri- 

ecan Gas Association, was re-elected 

treasurer of the Controllers Institute of 

America at the recent meeting of the insti- 
tute in New York. 
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: Additions to the Family _ : 








The following companies and individuals have joined the American Gas Association be- 
tween May 1, 1934 and September 15, 1934: 


Gas COMPANIES 


Delegates 
Palestine Light & Heat Company, Palestine, Texas........ J. V. W. Murdough, manager 
El Paso Natural Gas Company, El Paso, Texas................ C. C. Cragin, vice-pres. 
Empire Southern Gas Company, Fort Worth, Texas... .... F. H. Coughlin, general manager 
River Valley Gas Company, Paris, Ark...................0000005 Wyley Elliott, manager 
Tyler Gas Service Company, Tyler, Texas...................0000- C. L. Burger, manager 
Burkburnett Gas Company, Burkburnett, Texas..................... R. J. Kelly, manager 


Rio Grande Valley Gas Co., Brownsville, Texas. .R. B. Lloyd, vice-pres. and general manager 


MANUFACTURER COMPANIES 


Delegates 
Wolter BM. Berry, Tos Angeles, CaOl sso... ck cnc eck wel Walter M. Berry 
Watts Regulator Company, Lawrence, Mass...................-. B. E. Horne, proprietor 
General Electric Company, New York, N. Y...............-.-:: J. J. Donovan, manager 
Fagan Andrews Company, Milwaukee, Wis........... J. P. Fagan, secretary and treasurer 
Modern Diaphragm Company, Brooklyn, N. Y.................. John J. Greco, manager 
Inner-Tite Clamp Corporation, Elizabeth, N. J................. G. M. Kilcarr, manager 
Supreme Heater Company, Cleveland, Ohio..................... David Miller, president 
ASSOCIATE COMPANY 
Delegates 
Fenton Kelsey Company, Chicago, Ill....................22002: Fenton Kelsey, president 
Ketchum, MacLeod & Grove, Inc., Pittsburgh, Pa.......... George W. Ketchum, president 
INDIVIDUAL MEMBERS 
Anderson, Walter S...... PEN ays igs Te Boston Consolidated Gas Co., Boston, Mass. 
MI NE Bs ona cok coe Sena Colorado School of Mines, Golden, Colo. 
ny PPPS PLE ee: The Long Island Lighting Co., New York, N. Y. 
Conover, V. William................ The Philadelphia Gas Works Co., Philadelphia, Pa. 
Se NE TE, wk. = wks Cbs carsinbe pan onn Philadelphia Electric Co., Jenkintown, Pa. 
I i OR ac 5 a ine Uncaiw a Sicakenke ae Mermaid & St. Martins Lanes, Philadelphia, Pa. 
Scotoml, Richard G. .... 5. 6. c sacs ie tka Consolidated Gas Co. of N. Y., New York, N. Y. 
| Se rer ror re Marlborough-Hudson Gas Co., Marlborough, Mass. 
RE MS ae ooo ga ka sis te} 48 Dade a eae United Gas Public Service Co., Houston, Texas 
Rapes, Meme BW. ... ieee ccs Stacey Bros. Gas Construction Co., Cincinnati, Ohio 
Moston, John William. ...........0.04.% Ternstedt Manufacturing Co., Detroit, Mich. 
rer eer New Orleans Public Service Inc., New Orleans, La. 
MI IIIS Gis) 3.06 ea ae to Seiaeweeeseeey Acme Radiant Company, Philadelphia, Pa. 
Russell, William Ellsworth............ Consd. Gas Elec. Lt. & Pwr. Co., Baltimore, Md. 
OE IIIs cud sno arieatnas Hake City of Duluth Water & Light Dept., Duluth, Minn. 
I IN cee. sja.0.4.0i8 made a wee b The Peoples Gas Light & Coke Co., Chicago, Ill. 
I oe oc oper: Cae be Stauffer Publications, Inc., Kansas City, Mo. 
oe no oy ee Pe Byllesby Engrg. & Management Corp., Chicago, Ill. 
p TR Ser ec ie The Weldmech Steel Products Co., Hattiesburg, Miss. 
Thuerk, Hugh Campbell............... The Utility Management Corp., New York, N. Y. 
Vaughan, Victor Graves.................. Spencer Thermostat Company, Attleboro, Mass. 
Wome, Saneey Foc 5 ee as Chicago By-Product Coke Co., Chicago, Ill. 
ME EE Cas 3 840k os. oo en Rew kien United American Bosch Corp., Pittsburgh, Pa. 
EE Sins «2a Sindh aegarekvareetes Sydney Stein Jr. & Associates, Chicago, Ill. 
FOREIGN INDIVIDUAL MEMBERS 
England 
Holliday, George Craven.................. The Gas Light & Coke Co., London, England 
Rete POE WE bios oo. os daw aenscccaoes The Gas Light & Coke Co., London, England 
Oliver, William Robert................. British Commercial Gas Assn., London, England 
er PIE na ch dnwaceesbncud The Gas Light & Coke Co., London, England 
Cuba 
a POTENT ER ee ne Compania Cubana de Electricidad, Havana, Cuba 
Japan 
I i iinet din: sed hew'e Od “ecalerw eotiadosis eae Malate Toho Gas Company, Nagoya City, Japan 
MAR G5 Fait dg dw hea ta pe eek ee aces oe Tokyo Gas Company, Ltd., Tokyo, Japan 
ETOP TE APE RT eT FREE Keihin Coke Co., Yokohama, Japan 


I ice dd. is.08 Mawes Bou ew Ree. eee Tokyo Gas Company, Ltd., Tokyo, Japan 














34 


S8$aagaea 


Bebe F a2kRE 








OcTOBER 1934 


AMERICAN GAS ASSOCIATION MONTHLY 341 


The New Natural Gas Course—How 
and Why It Was Prepared 


HE prepara- 
tion of the 
text for the course 
on Natural Gas 
has been a work of 
cooperation. It 
was undertaken at 
the request of the 
Natural Gas De- 
partment of the 
American Gas As- 
sociation and 
throughout the work the Association 
and all individuals consulted have 
given every possible assistance, even 
when this required hours of the time 
of busy men. The text carries my name, 
but it really ought to carry many more. 
The initiation of the work was en- 
tirely with the Association. The growth 
of the use of natural gas had aroused 
so much interest that those most closely 
in touch with conditions felt that the 
time had come for some educational 
opportunity for men who could not 
attend a school. As far as The Univer- 
sity of Kansas is concerned, our first 
knowledge of the desire for such a 
course was a letter asking whether we 
were equipped for such work and 
cared to consider it. 





C. M. Young 


Initial Steps 

This was followed by a visit from 
Keith Clevenger, then connected with 
the Association, E. J. Stephany, then 
secretary of the Natural Gas Depart- 
ment, and F. M. Rosenkrans, of the 
Gas Service Company, who acted as 
their host. After this visit, we were 
formally requested to prepare and ad- 
minister the course, the text to be sup- 
plied by me, the publication to be 
made by the Extension Division, 
Harold G. Ingham, director, and the 
lessons to be handled by that division 
with my help. This was longer ago 
than I like to think. 

At first we looked over the ground 
and estimated the time needed, and 
then doubled it in order to set the 
date for offering the course for en- 
rollments. But there were many un- 


By C. M. Youne 


Professor of Mining Engineering, 
University of Kansas, Lawrence, Kans. 


foreseen and regrettable delays, and 
we practically had to double the time 
again. It would have been possible to 
announce the course some months be- 
fore the present time, but it seemed 
inadvisable to do so. 


Advisory Committee 


An Advisory Committee was ap- 
pointed by the Association to make 
suggestions, to check statements and 
policies, and to have general over- 
sight. This consisted of : 

F. L. Chase, vice-president, Lone 
Star Gas Co., Dallas, Texas; J. D. 
Creveling, Henry L, Doherty & Co., 
New York, N. Y.; Dr. J. B. Garner, 
Hope and Affiliated Natural Gas Com- 
panies, Pittsburgh, Pa., and A. B. Mac- 
beth, president, Southern California 
Gas Co., Los Angeles, Calif. 

They were told that their action 
would be the action of the American 
Gas Association. The character and 
ability of these men suggested that no 
major errors could escape detection. 
But, whenever it seemed desirable, 
other eminent men were consulted. 
Not only did the author ask for help, 
but, in several instances, portions of 
the manuscript were sent by the officers 
of the Association to men who seemed 
best qualified to review them. Absence 
of errors is altogether too much to 
hope in a first printing, but such errors 
as will be found have passed the scru- 
tiny of some very keen men. 

In addition to some care in checking 
statements, there has been an attempt 
to get the most accurate figures where 
figures were used. Two or three ex- 
amples will illustrate this. One of the 
tables gives the chemical analyses of 
gases from different fields. Some of 
these were obtained from papers al- 
ready published, but most of them 
came in answer to inquiries for analy- 
ses from different fields. Sometimes 
an analysis received in this way did 


not look reasonable. Any such ques- 
tion was settled by further correspond- 
ence or by the use of material from an- 
other source. The result is a table of. 
gases which is as accurate as present: 
day data permit. 

Again, there was need for the latest, 
word on the properties of the gasc- 
ous hydrocarbons, and naturally Dr. 
Garner was consulted. He supplied a 
table which contains the most authori- 
tative figures. There was need also for 
the’ best figures available on the opén 
flow measurement of wells and permis- 
sion was obtained from Walter Reid 
to use his tables. Again, the latest data 
on the velocity of flame were supplied 
by the Research Laboratory of the As- 
sociation. 

I went to the U. S. Bureau of Mines 
for figures on many subjects and for 
much other help. The result of this 
method is the collection of figures and 
of statements of fact which are recent 
and as accurate as it is possible to get 
them. It seems not unreasonable to be- 
lieve that they will be of use to others 
than the students taking the . course, 
and the students can be reasonably 
sure that they are getting reliable ma- 
terial. 

To return to the personnel of this 
committee, it can be seen that the mem- 
bers represent the whole geographi- 
cal extent of the industry in the United 
States, and also its extent in function 
from operation to research. 


Text Preparation 


In the actual preparation of the 
text, the first step was determination 
of the character that it should have; 
and this depended largely on the type 
of man for whom it was intended. Thé 
final decision was to try to write it for 
the man with at least a high school 
education and with some experience 
in at least one phase of the industry. 
Whether this has been done success- 
fully we do not know, and shall not 
until we get the reaction of students; 
Personally, I fear that it is somewhat 
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difficult ; yet most of the suggestions of 
the Advisory Committee, when manu- 
script was submitted for criticism, 
were for more expansion rather than 
for elimination. Certainly it will not 
all be easy reading, but we believe that 
it can be understood by those for 
whom it was prepared. 

The second step was the planning 
of an outline and a good deal of 
thought was given to this. It was sub- 
mitted to the Advisory Committee and 
also was sent by Kurwin R. Boyes, 
secretary of the Association, to other 
men for suggestions. It was checked 
over thoroughly and Dr. Garner, of 
the Advisory Committee, H. D. Han- 
cock, of Henry L. Doherty & Co., and 
C. E. Gallagher, of The East Ohio Gas 
Co., prepared independent outlines. 
This preliminary planning was of very 
great value, even though it proved im- 
practical, in the end, to follow the de- 
tailed schedule of lessons; but better 
to take the suggestion of Dr. Millikan, 
of the California Institute of Tech- 
nology, to whom it was submitted by 
Mr. Macbeth, and let the text develop 
as seemed natural. 

It was thought at the beginning that 
part of the work of preparation could 
be done by Prof. R. S. Tait on the 
subjects of production and transporta- 
tion, and by Prof. H. C. Allen on 
chemistry and combustion, both ex- 
cellently equipped for the task. Both 
of these men helped, but the experience 
in collecting material and writing the 
text showed that it would have to be 
largely the work of one person. 


Search for Material 

The text had to be a new thing, 
not only because of the use to which 
it was to be put, but because there was 
nothing suitable already in existence. 
Every part of the subject had been 
written about, but nowhere collected 
into a whole. Only two books carried 
natural gas titles. These were Lichty’s, 
“Natural Gas,”’ and Diehl’s, “Natural 
Gas Handbook.” But the former was 
concerned almost entirely with com- 
pression and transportation, and the 
latter was a handbook ,for the en- 
gineer. 

There was also J. J. Morgan's, 
“Manufactured Gas,’’ which had been 
prepared for a use similar to ours. 
But this, though it dealt with some of 


the same subjects, was a book on 
manufactured gas and we wanted one 
on natural gas. It is true that there are 
many similarities, but also there are 
many differences; so many, in fact, 
that it was felt that an entirely separate 
text was needed. So it was necessary to 
plan the writing of a text which would 
cover, to some extent at least, the 
whole of natural gas technology, and 
to plan it for a particular use. 





The wild Mary Suddik in the Oklahoma 
City field 


As to the actual writing, the proce- 
dure was to take up a subject and study 
it over to see what I already knew 
about it. This was never enough, but 
it helped. Then the literature was ex- 
amined and card indexed. Then every- 
thing that seemed valuable and was 
not a duplication was abstracted. Of 
course there were limits to this, for 
there was no possibility of using 
everything that had been written. 
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This resulted in a mass of material; 
sometimes four or five times as much 
as could possibly be used. This was 
all studied and then a discussion of 
the particular subject in hand was put 
onto a dictating machine. After this 
dictated material had been studied, it 
was revised and generally condensed. 
If this writing was satisfactory, the 
manuscript was sent to the Advisory 
Committee, to Mr. Boyes and to Mr. 
Stephany, who was then secretary of 
the Natural Gas Department, and later 
to A. E. Higgins, the present secretary. 

Different members of the Advisory 
Committee gave different treatment to 
different parts of the text. A part might 
be returned with a general approval, 
or it might have been so thoroughly 
examined that even the use of commas 
was revised. 


Policy Changes 

In some cases a change of policy 
was advised or a new policy was ini- 
tiated. Whatever the criticism, an ef- 
fort was made to satisfy it except in 
the rare case of disagreement in the 
criticisms, when the author had to use 
his own judgment or ask for other 
advice. 

One illustration of the action taken 
with regard to policy is the elimina- 
tion of all statements of costs, the 
general opinion being that these differ 
so much from place to place and from 
time to time that it would be best to 
omit all statements concerning them. 
In fact, though many figures are given 
in the text, it is not a handbook. 

Two other illustrations of action on 
policy are found in the replacement 
of transmission by transportation; and 
in the adoption of margin of safety 
instead of factor of safety in pipe line 
calculations. The latter is a change of 
some importance, involving a change 
in figures and also a change in concept. 
The old method says that a pipe is so 
many times as strong as it needs to be 
to stand the expected load. The new 
one says that there are so many thou- 
sands of pounds of unused but avail- 
able strength. The latter idea seems to 
give a more faithful picture of condi- 
tions than the former. 

Thus the text of this course has 
sometimes been used to express a policy 
of the American Gas Association de- 
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Scene from the laying of the Magnolia gas line 


termined by its authorized representa- 
tives. 

Whenever serious changes were re- 
quired, the manuscript was submitted 
a second time for approval. 


Outside Assistance 


In some cases the examination was 
made, not by the member of the com- 
mittee, but by someone else associated 
with him. I am glad to have been 
brought into contact in this way with 
Wm. Moeller, Jr., of the Southern 
California Gas Co., E. F. Schmidt of 
the Lone Star Gas Co., H. C. Cooper 
of the Hope Natural Gas Co., and 
H. D. Hancock of Henry L. Doherty 
and Co. Some of the most valuable 
help has come from these men. 

But there was no limiting of this 
help to men connected with the com- 
mittee. For illustration, I asked Mr. 
Stephany something about measure- 
ment and he sent me a discussion by 
D. A. Sillers, which had been checked 
by John C. Diehl. Then I not only 
had the help I wanted, but I had an 
authoritative statement. Wherever pos- 
sible I have tried to acknowledge such 
help, but there have been so many 
instances of it that some have probably 
been missed. 

Something ought to be said about 


manufacturers of equipment. I asked 


many of them for help. It was always 
given freely and abundantly. I could 
not ask for more generous cooperation. 

I want Mr. Boyes, secretary of the 
Association, to have a paragraph to 
himself. He has been interested from 
the start; as an officer of the Associa- 
tion he has done everything possible to 
help, and in addition I have felt always 
that he had a sincere personal interest 
in it. 

Also the magazines connected with 
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the industry did all that they could. 
And a word of gratitude should go to 
the Pacific Coast Gas Association. 

Numerous quotations were made 
from “Combustion,” a recent and most 
excellent publication of the A. G. A. 

These things are not written with the 
idea of getting the thanks onto paper, 
but with that of showing the breadth 
of interest in the course and the charac- 
ter of the help given to it. It belongs to 
the whole natural gas industry. 


Manner of Handling 


As to the manner of handling the 
course: Each assignment carries a set 
of questions. Generally they look easy, 
but we think that they will show 
whether the student has really mas- 
tered the assignment. If he has not, we 
expect to help him by finding out the 
difficulty and helping to remove it. At 
first this will be done by the writer, 
but probably there will soon be too 
much work for one person. The author 
means to keep in close touch with all 
of the work and to be responsible for 
it. 

A few words should be added on 
the financial arrangements. The Ameri- 
can Gas Association is not concerned 
in any way, this matter being entirely 
in the hands of the University. The 
Association has fathered the course, 
given every help that was asked for 
and volunteered more, but it has no 
financial interest. 

(Continued on page 371) 








Compressor station 
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Gas Companies in TVA Area Engaged 


in Vigorous Selling Campaigns 


REVIEW of current advertising 
used by some of the gas com- 
panies situated in the Tennessee Valley 
gives several interesting sidelights on 
the contest that is being waged there. 
Companies situated at Atlanta, Georgia, 
Chattanooga, Knoxville and Nashville, 
Tennessee, and at Amory and Tupelo, 
Mississippi, are bending every effort to 
maintain their business in the face of 
a Federal sponsored competition of un- 
precedented proportions. 

With the aid of a liberal and intelli- 
gent use of advertising media, includ- 
ing newspaper space, direct-mail, bill 
poster, radio, car cards and other sup- 
plementary forms, the gas companies in 
the above-named cities are at present 
engaged in the most intensive selling 
campaigns they have ever utilized. 
Fortunately, some of these campaigns 
were inaugurated even before the 
TVA and EHFA became realities, and 
where this was done some notable 
progress was made in certain localities. 
With the advent of the Government’s 
appliance selling activities, however, a 
competitive situation has arisen which 
has called for the exercise of the keen- 
est advertising and merchandising 
talent by gas men. 

Into the contest have been mobilized 
the employees of gas companies and 
plumbers, department stores and other 
dealers who sell appliances. Easy-pay- 
ment plans and the economy and ef- 
ficiency of gas service are the points 
most strongly featured in gas company 
advertising, and many of the adver- 
tisements carry the names of dealers or 
are sponsored by the dealers themselves. 


Atlanta 


When the TVA was in the initial 
stage, the Atlanta Gas Light Company 
started the first of a number of appli- 
ance selling campaigns featuring gas 
ranges, for $1.25 down and $1.25 a 
month. This, the company stated, 
“is the most astounding offer in our 
history of merchandising in Atlanta.” 
In its advertising the company stressed 


the fact that “southern women prefer 
gas because gas-cooked foods have 
that fine, rich flavor familiar with 
southern cooking.” Also prominently 
displayed in newspaper advertising 
space was the following: ‘Down 
through the years gas has remained the 
modern fuel. No satisfactory substi- 
tute has ever been found for it. It 
is perfectly adaptable to any kind of 
cooking. Its economy, cleanliness, 
multitude of speeds and utter de- 
pendability have kept it always the 
ideal fuel. Natural gas, nature’s ideal 
fuel, due to its much higher heat con- 
tent, is even more efficient and eco- 
nomical.” 


“The most vital part of an automatic 
refrigerator is the power that runs 
it,” the company’s newspaper ad- 
vertisements declared. “The simpler 
and more efficient this power, the bet- 
ter the refrigerator.” 

Units were offered for sale with no 
down payment and with easy terms 
as low as fifteen cents a day. In late 
August, the company used large news- 
paper advertisements announcing its 
range rental campaign. One series 
of advertisements carried the heading, 
“The biggest nickel in Knoxville.” 
The plan as announced in the body of 
the text read: “We install the range 
free. You pay only $1.50 monthly 





Annual Old Stove 
Round-Up 

The same company 
later sponsored its 
Sixth Annual Old 
Stove Round-Up, with al 
trade-in allowance ig 
ranging up to $13.50, 
and terms as low as 
$1.50 down and $1.50 
a month. All through 
the advertising the lat- 
est developments in gas 
range design were 
played up. Later, the 
company announced its 
rental plan for water 
heaters, at $1.25 down 
and $1.25 a month. 
Employees of the com- 
pany and dealers en- 
tered these campaigns 
with vigor and the re- 
sults have been an- 
nounced as_ highly 
satisfactory. 

The Knoxville Gas 
Company, using large 
newspaper space and 
supplementing it with 
other forms of adver- 
tising, recently con- 
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ducted a _ successful 
refrigerator campaign. 


The Atlanta company is offering ranges and water heaters 
at $1.25 each a month under its rental plan 
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This Magic Chef has the famous RED 
WHEEL oven heat control—full insulation— 
smokeless, slide-out broiler—automatic light- 
ing—four full size “boil-over” proof top burn- 
ers—porcelain enamel inside and out makes 
cleaning easy. 











The Knoxville f AS ‘s 


CENTS 


A DAY 
RENTS THIS 


—And Buys It Too 


You don't have to BUY a modern gas range to 
enjoy its many advantages—we will RENT you a 
new Magic Chef for only Sc a day—We install it 
free. You only pay $1.50 a month rental. If you use 
the range until the rent you have paid amounts to 
$66.00, it becomes your property. Your complete 
satisfaction is g d by our ag to bring 
back the range and stop the rent any day you say so. 





Despite millions spent in attempts to perfect 
other methods of cooking, the simplicity, speed, in- 
stant response, cleanliness and economy of the mod- 
ern GAS range has never been equalled. 


Come in today and see this beautiful 1934 Mag- 
fe Chef Range Or phone us for full details of the 
easy rental plan 


Modern GAS cooking is extremely economical! 








“The Biggest Nickel in Knoxville” is the gas company’s answer to the Government's 
appliance selling campaign 


rental. If you use the range until the 
rent you have paid amounts to $66 
it becomes your property outright. If 
at any time you are not completely 
satisfied, you can terminate the serv- 
ice without further cost. This is the 
most sensational offer we have ever 
made.” Later advertisements stated 
that “Despite millions spent in at- 
tempts to perfect other methods of 
cooking, the simplicity, speed, instant 
response, cleanliness and economy of 
the modern gas range has never been 
equalled.” This campaign is still being 
conducted. 


Nashville 

The biggest single splash of adver- 
tising was that used by the Nashville 
Gas and Heating Company in eight 
pages of a special section in the Nash- 
ville Banner of August 5. On this 
occasion, the company announced its 
drastic reductions in gas rates, effec- 
tive September 1, and dealers, includ- 
ing furniture, hardware stores, dry- 
goods establishments, and Montgomery 
Ward, carried advertisements in this 
special section featuring models of 
refrigerators, ranges and water heat- 
ers. Ranges were offered at $49.50— 
$1.65 per month, completely installed, 
with no installation charges. Other 
ranges were offered at higher prices, 


all on easy term payment, and water 
heaters were offered at $49.50. Re- 
frigerators were offered for sale on 
terms of eleven cents a day. 

In the Nashville Banner of Au- 
gust 26 the company made announce- 
ment of its water heater campaign in 
which a unit was offered for ninety- 
five cents down and $1 a month, the 
price being $19.95. In the Nashville 
Banner of September 2 and 4, dealers 
in Nashville again used large space 
in announcing a special gas range 
sale. In these advertisements the fact 
was emphasized that “In Nashville, 
as in the entire United States, more 
food is cooked on gas—the modern 
fuel—than that of all other fuels 
combined.” 

On September 2, the company an- 
nounced that “nearly 500 Nashville 
housewives had modernized by chang- 
ing to gas since the new low rates 
became available four weeks ago.” On 
September 11, the company announced 
that a total of 659 housewives had 
changed to gas as a result of the new 
rates. Later advertising on gas ranges 
carried the headline, ‘Authorities on 
Economy Agree Gas Is the Most Effi- 
cient, Most Economical Fuel for Every 
Cooking Need.” The picture of a 
housewife, chef, and a “Mammy” ap- 
peared in one of these advertisements. 
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They all testified to the fact that all 
those who desire savory, tasty foods, 
economically cooked, used a fast, 
flexible fuel. ‘“‘No other fuel,” the ad- 
vertisement stated, “equals gas for 
giving just the right cooking tempera- 
ture to bring to perfection the delicate 
flavors which are the delight of home 
cookery. She, too (Mammy), needs 
a fast fuel for quickly preparing the 
frequent lunches at the big house.” 


Memphis 

Current advertising by the Memphis 
Power & Light Company is devoted 
to central house heating, a compre- 
hensively planned campaign on space 
heaters called the Chill Chaser Cam- 
paign, in which the following com- 
panies, in addition to Memphis, are 
participating: The Mississippi Power 
and Light Company, Arkansas Power 
and Light Company, Louisiana Power 
and Light Company, United Gas Sys- 
tem, and West Tennessee Power and 
Light Company. 

In the former campaign, that de- 
voted to central house heating, the 
Memphis company directs its newspa- 
per and direct-mail advertising to 
homes where the company’s survey 
showed oil burning heating appliances 
in use. In this advertising, cus- 
tomers were told that they are en- 
titled to a complete heating survey of 





“Nat” and “Elec,” the twin buddies of the 
Memphis company 


their homes without any cost or obli- 
gation. In the direct-mail advertising, 
letter No. 1 of the series ended with 
“With these facts before you, you can 
calmly decide what to do when the 
time comes to replace your oil burner, 
whether that be this winter or some 
future winter.” 

All of the direct-mail advertising 
carried this announcement. “Mem- 
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phians are fortunate in having com- 
bined gas and electric service. Wher- 
ever direct heat is needed, gas is 
convenient and economical. It is the 
ideal fuel for cooking, water heating 
and house heating. Electricity is 
surprisingly cheap in supplying energy 
for operating appliances that have 
motors such as fans, washing machines, 
vacuum cleaners, etc. It is the mod- 
ern, efficient agency for lighting, and 
affords unequaled convenience for use 
in small appliances such as toasters, 
irons, etc. These services are avail- 
able to you at the turn of a valve or 
snap of a switch during 24 hours of 
every day. Their combined use affords 
the most economical home service.” 

Another direct-mail folder is en- 
titled, “What Your Neighbors Say 
About Gas Heating.” This was mailed 
to all residences in Memphis where a 
survey showed there is a central heat- 
ing plant, but where other fuel than 
gas is used. In the newspaper adver- 
tising directly below the company’s 
mame appears this statement: 
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“Electricity used for lighting and 
appliance operation; and natural gas 
used for cooking, water heating and 
house heating in the homes in Mem- 
phis cost our customers less than elec- 
tricity used alone for the same pur- 
poses under any known electric rate.” 


Space Heater Campaign 

The company’s space heater cam- 
paign, which got under way Septem- 
ber 17 and continues until November 
17, is complete in every detail, includ- 
ing the effective use of newspaper 
space, two direct-mail pieces, dealer 
prospectus outlining the campaign, 
outdoor boards, street car cards and 
tire covers. The space heating unit 
sells for $9.95, plus installation. The 
terms for the period of the sale are 
ninety-five cents down and the balance 
in nine equal monthly payments. 

All of the companies mentioned 
above, under the management of the 
Electric Bond and Share Company, 
are cooperating in this campaign. 
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In addition to the foregoing media, 
they are also using screen advertising 
in motion picture houses, and the 
Memphis company is using radio an- 
nouncements following the singing of 
a popular tune, the wording of which 
is adapted to natural gas for heating. 
The popular tune gets off to a fast 
start with “You Need a Little Chill 
Chaser in Your Home This Winter.” 

In connection with all of its news- 
paper advertising in this Chill Chaser 
Campaign, the Memphis company uses 
the following announcement: ‘“Wher- 
ever direct heat is needed, gas is the 
cleaner, cheaper, better fuel. Natural 
gas is nature’s finest fuel. Its great 
reservoirs throughout our Southland 
make natural gas one of the South’s 
great natural resources. At the low 
price of which we distribute this fine 
fuel, it is truly economical. In the 
home you will find it best and cheap- 
est, considering all of its advantages, 
for cooking, water heating, house heat- 
ing.” 

TVA Results 

In the meantime, while the gas com- 
panies in the Tennessee area are put- 
ting up a well-fought battle, corre- 
spondents of some newspapers state 
that the slowing down in the sale of 
electrical appliances has about con- 


vinced the Tennessee Valley Authority 
that its activities in the sale of ap- 
proved TVA models, financed by the 
EHFA, must be extended nation-wide 
in order to obtain expected results. 
One of the obstacles unexpected, the 
newspapers state, is the success of a 
sudden drive by gas companies to make 
the home “all gas” instead of “all 
electric.” Another is the unexpected 
liking which housewives are showing 
for the higher priced models in pref- 
erence to the TVA approved models. 
In many instances, the newspapers say, 
customers have found it as easy to 
finance through their local dealers as 
with the TVA. 

In its September Ist issue, Adver- 
tising Age says, “Now that sales of 
the TVA have fallen off, dealers con- 
tend there is no overwhelming public 
demand for this merchandise, that the 
price is too high for value received, 
and that refrigerator prospects realize 
this fact. Dealers point out that for 
about $100 they can offer a conven- 
tional type refrigerator with much 
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Chill Chaser space heater advertising inaugurated September 17 by Memphis Power and 
Light, Mississippi Power and Light, Arkansas Power and Light, Louisiana Power and Light, 
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more storage space and most cus- 
tomers are willing to pay the differ- 
ence.” 

The New York Herald Tribune, in 
announcing that sales of gas ranges 
by the industry for the first six months 
of this year totaled 425,000, an in- 
crease of 42 per cent over the same 
1933 period, says that the increase 
has been partly due to an aggressive 
campaign by the industry. Continu- 
ing, it declares: “The drive which the 
gas industry is making to increase the 
sale an. use of household gas appli- 
ances is meeting with a great deal of 
success, with indications that gas sales 
will show more than a normal seasonal 
increase in the coming months. The 
industry opened the sales campaign to 
offset any inroads which the sale of 
electric ranges would make in the 
cooking load. Gas officials were con- 
vinced that the new modern gas appli- 
ances with many automatic features 
were as attractive as the electric range 
and refrigerator and could be sold on 
a competitive basis. The fact that the 
gas industry gained 360,000 customers 
during the first six months this year 
indicates that it is out to get its share 
of the utility business.” 


New Water Heater Manual 
Available 


AST month the AMERICAN Gas Asso- 

CIATION MONTHLY announced the 
availability of a new Water Heater Man- 
ual, which is the second volume in the 
series of gas appliance service manuals 
now in course of preparation. 

The new Water Heater Manual is simi- 
lar in form and general treatment to the 
Range Manual, of which more than 7000 
copies are already in use. Important new 
features have been added to the Water 
Heater Manual, so that it covers not only 
the installation and servicing, but also gives 
considerable sales information which would 
be valuable to home service departments, 
water heater salesmen and plumber dealers. 

The main purpose of the book has not 
been lost sight of, and 130 pages, specially 
prepared with some 80 detailed, labeled 
drawings, cover the adjustment and servic- 
ing of all of the popular makes of water 
heaters and controls. 

As an example of its usefulness, one 
large gas company has given cadets the book 
to read, and then sent them to service water 
heaters of an unfamiliar type. The results 
were conclusive proof of the practical value 
of the book. 

Orders can be filled immediately and the 
American Gas Association announces that 
this book is available at $1.00 per copy. 





industry. 
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A.G. A. Scholarship is Awarded 


E faculty of Purdue University has selected A. Katz 

as the recipient of the American Gas Association Scholar- 

ship for 1934-35, according to an announcement by the 
Dean of Engineering, A. A. Potter. 

Since graduating from Purdue University in 1931, Mr. 
Katz has been employed with the United Light and Power 
Engineering Company of Davenport, Iowa. He is interested 
in gas technology and is returning to Purdue University this 
year in order to complete the requirements for a master’s 
degree. It is expected that Mr. Katz will work with Professor 
R. B. Leckie on some research problem of value to the gas 


The scholarship at Purdue University, as well as one ‘at 


A. Katz 


The Johns Hopkins University, is maintained from the in- 


come of the Trustees Gas Educational Fund which was 
turned over to the custody of the American Gas Association some years ago with 


the understanding that it would be used for educational purposes. 


When the 


question arose as to whether these scholarships should be continued this year the 
Executive Board of the Association appointed A. E. Forstall, E. B. Luce, and E. C. 
Uhlig as a committee with power to act in the matter. The committee agreed that 
the scholarships at Purdue University and The Johns Hopkins University should 


be continued for the 1934-35 year. 


The selection of the recipient of each is made by the faculty of the respective 
institution. It is expected that the holder of the scholarship at the Baltimore in- 


stitution will be announced shortly. 





The following material is covered: 


Types and Sizes of Water Heaters 


Estimating Hot Water 
Manual Water Heaters 
Copper and Alloy Tanks 
Corrosion of Galvanized Steel Storage 
Tanks 
Causes of Corrosion 
Upstairs Controls 
Conversion Units 
Automatic Water Heaters 
Slow Recovery Heaters 
Adjustable Recovery Heaters 
Quick Recovery Heaters 
Instantaneous Water Heaters 
Multicoil Water Heaters 
Other Large Volume Water Heaters 
Coal, Oil and Electric Water Heaters 
Coal Fired Water Heaters 
Oil Fired Water Heaters 
Electric Water Heaters 


Installation of Water Heaters 
Location 
Automatic Storage Heaters 
Instantaneous Water Heaters 
Manual Water Heaters 
Methods of Hooking Up Water Heaters 
Pressure Relief Valves 
Temperature Relief Valves 
Emergency Gas Shut-Offs 
Gas Piping 
Water Valves 
Water Piping 
Chimney Flues and Vents 
Tempering Tanks 
Insulation of Hot Water Lines and Tanks 
Heat Traps 
Leakage By-pass 
Instructions to Customer 
Saving Gas 
Gas Saving Attachments 


Servicing of Water Heaters 


Burner Adjustment 
Heaters with Fixed Orifices 
Heaters with Adjustable Orifices 
Manual Side Arm Heaters 
Slow Recovery Heaters 
Built-in Safety Pilot 
Quick Recovery Heaters 
Adjustable Recovery Heaters 
Instantaneous Heaters 
Multicoil Heaters 
Other Large Volume Water Heaters 
Thermostats 
Snap Acting Thermostats 
Quick Acting Thermostats 
Throttling Thermostats 
Adjustment 
Safety Pilots 
Relief Valves and Emergency Shutoffs 
Elimination of Excessive Draft 
Trouble Shooting 
High Bill Complaints 
Water Heats Too Slowly 
Water Not Hot Enough 
Water Is Too Hot 
Leaks in Coils 
Burner Troubles 
Thermostat Troubles 
Safety Pilot Troubles 
Temperature and Pressure Relief Valve 
Trouble 
Repair and Replacement of Mechanical Parts 


Specific Servicing Instructions for the 
Common Types of Water Heaters 
and Controls 


Manufacturers of Gas Water Heaters 

List of Approved Water Heaters 

Trade Names of Approved Water Heaters 

Adjustment and Servicing of Individual 
Water Heater Controls 
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Training Employees for the Promotion 


of Good-Will and Sales’ 


O attempt is 

made here to 
discuss the formal 
training program 
for employees 
whose sole or 
chief job is that 
of selling. Such 
training is, of 
course, extremely 
important, and in 
the company I 
represent a special training program 
for this purpose has been developed. 
This address is concerned with the 
steps to be taken in promoting among 
employees on other than 
sales jobs a recognition of 
the importance of pro- 
moting good-will and 
sales and a favorable atti- 
tude toward these activi- 
ties, as well as a knowl- 
edge of the methods to 
be used in connection 
with them. 

There is no need to 
discuss in detail the im- 
portance of developing 
good-will and promoting 
sales of gas services and 
appliances. However, a 
brief statement of the 
problem, as presented by H. P. Liver- 
sidge, general manager of the Phila- 
delphia Electric Company, seems in 
place: 

“It is quite likely,” writes Mr. 
Liversidge, ‘that since we have moved 
ahead rapidly in the development of 
the industry, increasing the scope of 
our activities and the size of our com- 
panies and their personnel, there has 
been a tendency to widen the gap be- 
tween utility management and the pub- 
lic we serve. The larger we grow and 
the more diversified our service be- 
comes—the less the contact—the psy 
chological contact—is likely to be, and 
the greater the possibility of misun- 
derstanding between the public and 





'M. S.. Viteles 








* Portion of address delivered at Convention 
of Pennsylvania Gas Association. 


By Morris S. VITELES 


Director of Personnel Research, 
Philadelphia Electric Company 


ourselves. It is right here that I believe 
we can lay our finger on the cause of 
most of our trouble. We have grown 
away from the small community type 
of relationship between management 
and the public and have injected into 
the breach a great body of employees 
to make the same contacts formerly 
made by executives thoroughly familiar 
with company policies and company 
performances. 


Dr. Viteles has been actively engaged in research 
and practice in the field of industrial psychology 
for the past 15 years, combining research in the 
university laboratory with the development of prac- 
tical administrative programs in the capacity of con- 
sulting psychologist for prominent industrial or- 
ganizations, including The Milwaukee Electric 
Railway and Light Company, John Wanamaker, 
Philadelphia, The Detroit Edison Company, The 
Parmelee Transportation System, Faulkner & Col- 
ony Manufacturing Company, and, in recent years, 
with the Philadelphia Electric Company. 


“One of the greatest proclivities of 
the human race seems to be its inertia 
to rapidly changing conditions. We are 
all more or less inclined to be mentally 
sluggish and it is my belief that we 
have been slow to appreciate what has 
occurred and to recognize clearly some 
of the potential dangers which lie in 
the path of our future progress. If we 
are to develop our future program suc- 
cessfully the personnel of each indi- 
vidual company, every man and woman 
engaged in the detail operation of its 
business must be taught to appreciate 
his responsibility as a representative of 
the company to the citizens of the com- 
munity. He must realize that insofar 
as the customer is concerned he is the 
company and his contact must arouse 
the same feeling of satisfaction as if 


that contact were made by an executive 
of the company. 

“In the rush and whirl of business 
life there is too great a tendency to 
devote the major attention to obtain- 
ing contracts for service and too little 
attention to keeping the customer sold 
after the introduction of that service. 
The entire future business relationship 
with the customer, the revenue which 
the company expects to receive for an 
indefinite period, are wrapped up not 
only in rates and reliability of service, 
but in the continuing friendly rela- 
tions which must be maintained in the 
run-of-day contacts.” 


Fundamental Steps 

The development of an 
interest in maintaining 
such friendly contacts,— 
in the promotion of 
good-will and sales and a 
knowledge of how to do 
this involves the applica- 
tion of four fundamental 
steps. 

1. The employee must 
know his company. This 
seems like an obvious 
principle, but like many 
other principles of the 
same kind, including the 
Golden Rule, it is probably more hon- 
ored in its neglect than in its observa- 
tion. 

By knowledge of the company is not 
meant superficial information with re- 
spect to how many employees there are 
in the company, the number and names 
of executive officers, the names of the 
major departments, etc., but an inti- 
mate knowledge of how each unit of 
the company operates in furthering the 
utility's objectives of supplying con- 
tinuous and reliable service at fait 
rates, with due regard for the interests 
and welfare of the community at large. 
Again, this implies not merely the pre- 
sentation to the employee of a series 
of platitudes but the discussion of pat- 
ticular specific cases which illustrate 
how each unit works. 
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For example, the reliability of serv- 
ice can be described in a series of gen- 
eral statements on policies applied by 
the company in the purchase and in- 
spection of equipment, or, perhaps, in 
even the more technical terms of the 
safety allowance specified for particu- 
lar equipment. From the viewpoint of 
giving the employee a really intimate 
knowledge of how the company oper- 
ates, which he can use as a basis for 
his further thinking and for discussion 
with those who raise questions con- 
cerning the company, the presentation 
of such material has little value. If, 
instead, the employee is told about in- 
cidents, illustrative of how the com- 
pany operates in maintaining service 
in am emergency, he has material 
which he can use directly in his cus- 
tomer and public contacts for further- 
ing the objective of stimulating good- 


will. 


Job Training 


2. The second fundamental step in 
training employees in promoting good- 
will and sales is to make sure that 
every employee knows how to do his 
own job. 

Job training, which will assure as 
near perfect accomplishment as possi- 
ble of each individual employee on his 
own job, is a particularly important 
step in promoting good-will. This is 
true because, to a large extent, the 
customer judges the company in terms 
of his contacts with individual em- 
ployees. If his appliance is not satis- 
factorily repaired, he is apt to form 
an unfavorable impression of the com- 
pany which will color his judgment of 
every activity of the company. On 
the other hand, the appliance service 
man who does a good job awakens 
favorable feelings that color the cus- 
tomer’s thinking with respect to the 
company. The meter reader, the trou- 
bleman, the pipe fitter, and every other 
class of employee can make a contribu- 
tion toward good-will by doing his 
job well. It is management’s func- 
tion to see that each employee receives 
the kind of training he needs to be 
able to do his kind of a job. This 
Principle requires no further discus- 
sion here. 

3. The third important step in 
training employees to promote good- 
will and sales is to give the employee 
some knowledge of the methods em- 


ployed by the salesmen and other con- 
tact employees in making good per- 
sonal contacts. 


Contact Training 


This means that the employee must 
be made more than good-will con- 
scious or sales conscious, but that he 
must also be given a skeleton outline 
with respect to how to handle a con- 
tact or sales situation. Such training 
will naturally be given to sales people 
and to customers service representa- 
tives, home visitors and other groups 
of employees whose job involves direct 
contact with customers. It must also 
be given in more detailed form to 
junior engineers, to governor station 
employees, to gas plant workers who do 
not ordinarily contact the public or 
customers as part of the job, but who 
may be called upon to do so as part 
of the employee good-will and sales 
programs developed by the public util- 
ity. 
In Philadelphia Electric Company 
such a program has been furthered 
through the discussion, in group meet- 
ings, of case problems centered spe- 
cifically around the methods to be 
employed in making good contacts. 
Further reference will be made to this 
in a later section of this paper. 

4. The steps in promoting employee 
good-will and sales activities have not 
been listed in the order of importance. 
It is therefore possible to mention last, 
without fear of creating the impression 
that it is the least important, the very 
important step of making sure that 
the employee's attitudes are favorable 
toward the company for which he is 
working. 


Respect for Company 

In the opinion of the speaker, no 
sound program of good-will and sales 
activities on the part of employees is 
possible unless employees are sold on 
the company for which they work. 
The employee must be motivated by a 
feeling of regard for the organization 
and by a sincere desire to promote its 
welfare. This does not mean a devel- 
opment by high-pressure methods of a 
kind of nebulous feeling of regard for 
a sort of intangible something desig- 
nated as the company. 

This reference to the development 
of favorable attitudes assumes that the 
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relationship between the employee and 
the company for which he works, next 
to his family relationship, is the most 
important and intimate thing in his 
life. From it the employee derives 
his living, supports his family, edu- 
cates his children and looks for help 
in sickness and disability. In turn, 
the company can only function through 
the human beings that constitute its 
body of employees. Its success or fail- 
ure is to a large measure dependent 
upon them. 

It seems perfectly clear that, on the 
one hand, no industrial organization 
successfully performs its work in the 
world unless its employees receive fair 
and adequate compensation; its com- 
petent workers are reasonably secure 
in the performance of their employ- 
ment, and assuming that the business 
prospers, provisions for sickness and 
disability and other privileges are 
made. 


Training Program 

The employee must believe that the 
organization for which he is working 
is fully meeting these obligations. He 
should appreciate, on the other hand, 
that he is bound to give to the com- 
pany the full measure of his work and 
ability and, both during and after 
working hours, to defend its interests 
where these are unfairly jeopardized. 
Leaving the question of loyalty en- 
tirely aside, intelligent, enlightened 
self-interest leaves no other course 
open to the employee who recognizes 
the intimate interdependence of com- 
pany and employee welfare. 

The question that naturally arises 
out of this discussion is what pro- 
cedures can be employed in putting 
the principles which have been cited 
into operation. 

One step taken by the Philadelphia 
Electric Company has been the devel- 
opment of know your company train- 
ing programs. During the past four 
years, such training has been conducted 
through the agency of semi-monthly 
conferences devoted to a discussion of 
prepared papers and case problems. 
Approximately 2600 employees were 
enrolled in this training course for 
the current year. This represents 41 
per cent of the entire working force. 
They met in 78 classes conducted by 
124 conference leaders and alternates. 
Classes included one or more confer- 
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ence groups in each district and divi- 
sion office and conference groups in 
various divisions of the Operations, 
Sales, Controller's, Personnel, Build- 
ing Management, Real Estate, and En- 
gineering Departments. 

With each paper were included case 
problems pertinent to the topic under 
discussion. The case problems repre- 
sented typical situations requiring prac- 
tical and wise handling by company 
employees if the customer was to be 
served satisfactorily and the company’s 
reputation for fairness and considera- 
tion to be maintained. 

In this course employees attended 
classes twice a month for a period of 
five months. Lesson material was dis- 
tributed to employees at least five days 
before the meeting date. Each class 
was of one hour’s duration or a little 
longer (at the discretion of the con- 
ference leader) if discussion on the 
paper and case problems seemed par- 
ticularly lively. 

The first 10 minutes of each class 
period were given over to a written 
examination on the current lesson. 
Quizzes were graded by the conference 
leader and returned to the class mem- 
bers. A record of the grades was 
forwarded to the Personnel Depart- 
ment. 

The succeeding 10 minutes of the 
class period were devoted to a resumé 
of the paper by the conference leader 
and a discussion of questions concern- 
ing the paper raised by members of 
the class. The balance of the class 
period was devoted to a discussion of 
the case problems. 


Conference Groups 


A conference leader and an alter- 
mate were appointed for each group. 
The conference leaders and alternates 
are responsible for administering the 
details of the training program. Copies 
of the lesson papers were distributed 
to conference leaders and alternates ap- 
proximately two weeks prior to the 
meeting at which the paper is dis- 
cussed. Conference leaders read the 
paper and prepare in writing such 
questions concerning it as occur to 
them. Conference leaders and alter- 
nates met with the Director of Per- 
sonnel Research in advance of the day 
of the meeting at which the paper was 


to be presented to discuss the lesson 
and case problems with him. 

The meeting of the conference lead- 
ers and alternates with the Director of 
Personnel Research was considered a 
very essential step in the training of 
conference leaders for conducting the 
conference groups. At this meeting 
there were also discussed the quizzes 
to be used in the current lesson and 
questions raised by employees at the 
previous group meetings. In this man- 
ner conference leaders were able to 
note particular items of interest and 
questions raised at the meeting and to 
bring them to the attention of their 
individual groups at the succeeding 
class meetings. 

This description of Philadelphia 
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Electric Company training program is 
cited as an example of one method 
that may be employed in formal train- 
ing for promotion of good-will and 
sales. Other methods probably equally 
suitable can be employed. Each, how- 
ever, must be developed with particu- 
lar reference to the needs of the com- 
pany, and must cover facts concerning 
that particular company. In the opin- 
ion of the speaker, there can be no 
such thing as a universal training pro- 
gram equally adapted to the needs of 
all organizations, although it may be 
possible for independent and particu- 
larly, smaller companies, through 
properly organized conferences, to 
formulate general methods which may 
be more or less universally applied. 





Sixty Years of Continuous Service 


with the Same Company 


VEN in the 

gas industry, 
where long years 
of service are the 
rule rather than 
the exception, sixty 
years of continuous 
service with the 
same company con- 
stitute an outstand- 
ing achievement. 
That is the record 
of which William 
Armstrong, fitter of 
the Consumers Gas 
Company of Toronto, is justly proud. 

Since August 12, 1874, Mr. Armstrong 
has served his company. During that 
time, it has grown from a small concern, 
serving 2292 consumers, until today it has 
a total of 170,000. Its assets have in- 
creased from $712,000 to 2514 million 
dollars. An astounding record of de- 
velopment and progress has been made, 
while Mr. Armstrong pursued his daily 
round of activity. 

In commemoration of his faithful 
service, the Consumers Gas Company has 
issued a pamphlet entitled “Sixty Years,” 
describing incidents in his career, as he 
and his company marched step by step 
through the passing years. It might well 
be the story of other men and other com- 
panies. 

The following excerpts from the pam- 
phlet reveal Mr. Armstrong as his fellow- 
workers see him: 

“To see him of a morning, making his 
daily call at Head Office, it is difficult 
to believe that on August 12th, he will 
have completed sixty years of service with 
the Company. Jaunty, trim, alert, he 


William Armstrong 





steps along almost as briskly as ever, his 
step and the swing of him making a 
strenuous protest against the passing of 
the years. 

“He is the ‘Peter Pan’ of the gas in- 
dustry. 

“We see him wear his cap with his 
badge number on it. It becomes him. 
He wears it proudly. It is his crown of 
daily life. He dons it each day with 
thankfulness. When he lays it off, it 
will be with real regret, for to him it is 
the symbol of the faith with which he 
has served the Company and of the faith, 
too, that the Company places in him and 
that it keeps with him. 

“During his years of service he must 
have entered thousands of homes. We 
can only imagine that his presence in 
these homes, working as a fitter, must 
have created much good-will for the 
Company.” 


“Cold Facts About Health” 


IHE many ways in which an Electrolux 

refrigerator can be used in the home 
as an aid in promoting and preserving 
health from babyhood on, or as a help in 
time of sickness, are described in a booklet 
prepared for the home service departments 
of gas companies. 

The booklet, entitled “Cold Facts About 
Health,” was prepared under the direction 
of Jane Tiffany Wagner, head of the Home 
Service Department of Electrolux Refrigera- 
tor Sales, Inc. Miss Wagner, an authority 
on home economics, cooperates with the 
heads of home service departments of gas 
companies by furnishing the latest informa- 
tion on household refrigeration. 











OcTOBER 1934 


AMERICAN GAS ASSOCIATION MONTHLY 351 





Delegates from Twenty Nations Attend 


International Gas Conference 


HE second 

Interna- 
tional Gas Con- 
ference which was 
held at Zurich, 
Switzerland, Sep- 
tember 1 to 4, 
under the presi- 
dential direction 
of Fritz Escher, 
managing director 
of the Zurich Gas 
Works, was attended by representatives 
of twenty nations. 

The gas industry of the United 
States was represented by Clifford E. 
Paige, vice-president of The Brooklyn 
Union Gas Company and vice-presi- 
dent of the International Gas Union; 
W. Reed Morris, vice-president of the 
Koppers Gas and Coke Company ; Hil- 
mar Papst, vice-president and general 
manager of the Portland Gas and Coke 
Company; and Alexander Forward, 
managing director of the American Gas 
Association. 

At a meeting of the council, made 
up of two representatives from each 
company, A. Baril was elected presi- 
dent of the International Gas Union 
for the new three-year term. Mr. Baril 
visited the United States last year as 
leader of the French delegation which 
attended the American Gas Associa- 
tion convention in Chicago. M. Mou- 
gin was re-elected secretary and Profes- 
sor Brender 4 Brandis of The Hague 
was elected an additional vice-presi- 





A. Baril 


dent. The next meeting will be held 
in Paris in 1937. 

The papers presented dealt with a 
variety of subjects. Many of them 
were comparative reviews of gas in- 
dustry practice in the different coun- 
tries making up the membership of the 
International Gas Union. The diffi- 
culty in languages was overcome by the 
publication of summaries in French, 
German and English. 

Major Forward of the American 
Gas Association presented the greet- 
ings of the Association at the first 
session. At the cabled request of the 
Canadian Gas Association, Mr. Paige 
conveyed that association’s felicitations. 

The contribution of the United 
States was presented at the opening 
session by Clifford E. Paige, who was 
introduced by Dr. Escher. His paper 
was entitled, ‘Coordinated Research 
and Coordinated Rate Making.” Mr. 
Paige enlarged upon his prepared 
paper by a discussion of conditions in 
America, including new developments 
in governmentally directed competi- 
tion. Leaders of the gas fraternity 
throughout the world are now well 
acquainted with Mr. Paige, who ad- 
dressed the First International Con- 
ference in London in 1931. 

A paper covering developments of 
the use of gas for domestic purposes 
was presented by C. Valon Bennett, 
president of the Institution of Gas En- 
gineers, London, England. This paper 
brought out the fact that, as far as 


sales policy is concerned, the progres- 
sive gas undertakings of all companies 
have many features in common. Where 
differences exist, they were ascribed to 
variations in social, economic and 
climatic conditions. 

A representative of Switzerland pre- 
sented a report on piping buildings. In 
this report, it was found that iron pipes 
are used principally and that the use 
of lead is almost universally pro- 
hibited. It appears that every company 
prohibits the use of appliances which 
cannot be regulated so as to insure 
complete combustion always. 

The subject of “Coordination of 
Methods of Testing Gas Appliances” 
was reported by a French delegate. The 
report was based on replies to question- 
naires sent to fifteen national organ- 
izations. It was brought out that ap- 
pliance stamping is practiced in 
Germany, Canada, France, Holland, 
Sweden and Switzerland as well as in 
the United States. It was evident that 
no two countries have identical prac- 
tices in the manner of determining 
calorific content and other factors. A 
small committee is to be named by the 
president to pursue this subject fur- 
ther and to ascertain if some degree of 
uniformity can be attained. This report 
will be presented before the next in- 
ternational conference. 

The Belgian Gas Association pre- 
sented a comprehensive study on the 
methods for developing industrial uti- 
lization, including the hotel industry. 
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The general report recommended that 
the most effective course which can be 
pursued in connection with industries 
is the personal visit made by especially 
qualified agents and that for medium 
and large industries specialist engineers 
are desirable. The scope of the work 
undertaken proved to be so broad that 
additional studies are yet to be made. 

The German report dealt with co- 
ordinating methods for testing and 
guaranteeing gas making plants. It was 
found that German rules existed as far 
back as 1912 for oven plants and gen- 
erator plants. It was also found that 
Holland and the United States have 
such standards. The report pointed 
out that in the interest of aiming at 
and exacting the highest degree of 
economy from gas production plants 
there must necessarily be standardiza- 
tion to permit the issuance of guar- 
antees so that comparisons may readily 
be made. Moreover, the methods of 
testing must be such as to permit of 
exact proof. 

On September 4, President Escher 
was host to about thirty-five of the con- 
ference delegates at dinner at Gessell- 
schaftshaus Zum Schneggen in Zurich, 
a club known to be about 500 years 
old. Membership of the club, which 
is frequently given over to the enter- 
tainment of royalty, is limited to sixty- 
five and is made up of Zurich’s princi- 
pal families. 

From the technical and commercial 
points of view, the pooling of informa- 
tion and interchange of ideas between 
the gas men of different countries of 
the world proved most helpful. In 
addition, those in attendance were 
given an opportunity to understand 
the differing national viewpoints. 


Richard T. Higgins Dies 


ICHARD T. HIGGINS, chairman of 
the Connecticut Public Utilities Com- 
mission since its establishment twenty-two 
years ago, died September 15 at the Hart- 
ford Hospital, where he underwent an oper- 
ation two days previous. His age was 68. 
Chairman Higgins was elected last year 
as president of the National Association of 
Railroad and Utilities Commissioners, a 
post he held at his death. His close con- 
tact with the engineers of the State during 
his long service enabled him, a lawyer, to 
gain a reputation for expert decisions in 
the cases brought before him. As a result 
he was made an honorary member of the 
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Gas Companies To Take Part in National 
Meat Board Cooking Schools 


S a result of cordial and cooperative 
relations between the American Gas 
Association and the National Live Stock 
and Meat Board, gas companies in the 
100 cities where National Live Stock 
cooking schools will be held during the 
next twelve months have been offered 
participation in these schools. 

In each instance the schools are con- 
ducted under the auspices of a local news- 
paper which is furnished with a complete 
copy service to promote attendance. Gas 
companies cooperating in their local 
schools will place substantial advertising 
lineage in the newspaper previous to and 
during the cooking school week, and, in 
addition, will donate a gas range for use 
as a prize award. 

The National Live Stock and Meat 
Board is not a marketing agency. Its func- 
tion is research and education, cooperating 
with universities, high schools, colleges 
and other educational institutions and di- 
rectly with the housewife in meat cookery 
and better ways of using meat. 

It is estimated that there will be a total 
attendance of approximately 850,000 dur- 
ing the course of these 100 cooking 
schools. On the evening prior to the open- 
ing of the school a special retailers’ meet- 
ing is held at which time the dealers 
usually see the stage set with cooking 
equipment and products in place. Dealers 
are frequently accompanied by their wives 
and it has been found that these meetings 
result in a better sales follow-up by the 
dealers during the school and after it is 
concluded. . 

The Commercial Section of the Asso- 
ciation which has sponsored this arrange- 
ment, has prepared script for a lecture on 
gas service which will be utilized by those 
conducting the schools. 


Several years ago the National Live 
Stock and Meat Board, after extensive re- 
search on the subject of meat shrinkage, 
gave authoritative statement to the fact 
that shrinkage of meat is not dependent 
upon the type of fuel employed. It is be- 
lieved that the further confirmation of 
this research by representatives of the Na- 
tional Live Stock and Meat Board will go 
a long way toward off-setting propaganda 
of competitors that shrinkage is greater 
with gas fuel than other services. 

Although responses are not yet com- 
plete from the 100 cities in which cook- 
ing schools will be held, the following 
gas companies have advised the Commer- 
cial Section, that they will participate in 
the schools to be held in their communi- 
ties: 

Lowell Gas Light Co., Lowell, Mass.; 
Southern Cities Distributing Co., Shreve- 
port, La.; Knoxville Gas Co., Knoxville, 
Tenn.; Memphis Power & Light Co., 
Memphis, Tenn.; New Bedford Gas and 
Edison Light Co., New Bedford, Mass.; 
New Haven Gas Light Co., New Haven, 
Conn.; Central Illinois Electric & Gas 
Co., Rockford, Ill.; Department of Public 
Utilities, City of Richmond, Va.; Port- 
land Gas Light Co., Portland, Me.; The 
East Ohio Gas Company, Canton, Ohio; 
North Shore Gas Co., Waukegan, IIL; 
Battle Creek Gas Co., Battle Creek, Mich.; 
Little Rock Gas & Fuel Co., Little Rock, 
Ark.; Chattanooga Gas Co., Chattanooga, 
Tenn.; Washington Gas Light Co., Wash- 
ington, D. C.; Central Illinois Light Co., 
Springfield, Ill.; Southern Indiana Gas & 
Electric Co., Evansville, Ind.; The Capital 
Gas & Electric Co., Topeka, Kansas; Pub- 
lic Service Electric & Gas Co., Jersey 
City, N. J.; St. Joseph Gas Co., St. Joseph, 
Mo.; Consumers Gas Co., Reading, Pa. 





Connecticut Society of Civil Engineers in 
1932. 

Chairman Higgins’s administration was 
known for its conservative control of the 
public service companies of the State. 

He was to have addressed the forth- 
coming Convention of the American Gas 
Association at Atlantic City. 


Gas Ranges Replace Electric 


E management and owners of the 
Ricardo Hotel in Kansas City, seeking 
economy in the operation of their build- 
ing, recently purchased from the Kansas 
City Gas Company 49 new gas ranges to 
replace electric ranges. New gas ranges 
have been installed in every apartment 
in the building, all of them replacing the 
electric equipment. The Ricardo Hotel 
is located at 811 East Armour Blvd. in 
Kansas City. 


The ranges were sold by H. D. Mc- 
Grath, industrial engineer of the gas com- 
pany’s new business department. 

The company also recently sold 68 new 
gas ranges for the Alexandria Apartment 
Hotel in Kansas City. All of these new 
ranges will replace old gas ranges. They 
are being purchased in order to give more 
satisfactory cooking service to the tenants 
in the Alexandria Hotel. 

This order was obtained by Frank Pexton, 
industrial engineer of the Kansas City Gas 
Company. 


Janet MacRorie with NBC 


ANET MACRORIE has joined the Na- 

tional Broadcasting Company, New 
York. For more than eight years she has 
been with the Public Service Company of 
New Jersey, in charge of new business ad- 
vertising. 
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Awards Made in West’s Gas 
Competition 

EST GAS IMPROVEMENT COM- 

PANY, 424 Madison Avenue, New 
York City, has announced the adjudicator’s 
awards in the company’s midsummer com- 
petition. This competition, as announced 
in the April issue of THE MONTHLY, was 
open to contestants in any parts of the 
world and was for the best articles sub- 
mitted under the following general head- 
ings: Coke, Technical Control of the Gas 
Works, Industrial Gas, Gas in the Home, 
and Tar. 


The awards are as follows: 


Group 1—"Coke” 

First Prize—J. F. Lord, Darlington, Eng- 

land. 

Second Prize-—F. M. H. Taylor, London, 

England. 
Group 2—"Technical Control” 
First Prize—T. B. Glover, Buenos Aires, 
South America. 
Second Prize—A. McDonald, Mother- 
well, Scotland. 
Group 3—"“‘Industrial Gas” 
J. E. White, Newcastle-on- 
Tyne, England. 
First Prize—9 wy Hind, Coventry, Eng- 
land. 
Group 4—“Gas in the Home”’ 
First Prize—F. C. K. Crockett, Toronto, 
Canada. 
Second Prize—Mrs. Eileen Murphy, Lon- 
don, England. 
Group 5—‘“Tar”’ 

First Prize—R. S. Andrews, West Mel- 

bourne, Australia. 

Second Prize—A. T. Brown, Sydney, 

Australia. 

The first prize in each group is 20 guineas 
(approximately $105) and the second prize 
is 10 guineas (approximately $52). _ 

The competition number of “West's 
Gas,” which will be published about the 
end of September, will contain all the prize- 
winning articles and also the judge's re- 
port on all the entries received. Papers re- 
ceiving Honorable Mention will be reserved 
for future publication in ““West’s Gas,” the 
monthly publication of West’s Gas Improve- 
ment Company, London, England. 


Celebrates Fiftieth 


Anniversary 


ALCOLM M. GRAHAM, assistant 

treasurer of the Consolidated Gas 
Company of New York, recently cele- 
brated his fiftieth anniversary with the 
company and its affiliated and predecessor 
companies. He was employed as an office 
boy by the Equitable Gas Light Com- 
pany on September 12, 1884. 

He is the first officer of the Consoli- 
dated Gas Company to achieve a fifty- 
year service record. 

On September 12, Mr. Graham was the 
guest of honor at a dinner at the Univer- 
sity Club given by his business associates 


in the Consolidated Gas Company and its 
affiliated companies. President George B. 
Cortelyou acted as toastmaster. 

Mr. Graham was made assistant secre- 
tary in 1898 of the New Amsterdam Gas 
Company, which was formed to consoli- 
date the Equitable Company and the New 
York and East River Gas Company. On 
March 4, 1924, he was appointed assist- 
ant treasurer of the Consolidated Gas 
Company of New York. At present he 
is also assistant treasurer of the Astoria 
Light, Heat and Power Company and as- 
sistant treasurer of the Standard Gas 
Light Company of the City of New York. 


E. M. Farnsworth, Jr., 
Named to Boston Post 


M. FARNS- 

e WORTH, JR., 

has been elected 

vice-president and 

general manager of 

the Boston Consol- 
idated Gas Co. 

Mr. Farnsworth 
has been president 
of the Old Colony 
Gas Co. since 1929, 
having previously 
had the positions of 
E.M.Farnsworth,Jr. vice-president and 

treasurer of that or- 
ganization. His career as a gas company 
official began with the rehabilitation of the 
Old Colony Gas Co. in 1917. 

He was graduated from Harvard in 1906 
and received his engineering degree in 1907. 
He was first associated with Stone & Web- 
ster, later going with the Old Colony Gas 
Co., becoming president when the company 
was purchased by Eastern Gas & Fuel 
Associates. 





J. F. Rooney Elected 


Treasurer 


OSEPH F. ROONEY, assistant treas- 

urer of the American Gas Association 
since 1929, has been elected treasurer to 
fill the unexpired term of the late William 
J. Welsh. The election was held Septem- 
ber 26 by the Exective Board of the As- 
sociation. 

Mr. Rooney is assistant to the vice-presi- 
dent, Consolidated Gas. Company of New 
York, and has been a member of that or- 
ganization for twenty years. He also has 
been active in committee work of the 
Association. 
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Convention 
Calendar 


OCTOBER 


1-5 Hatigas’ Safety Congeit 
New York, N. Y. 


1-5 National Metal s <n 
New York, N. Y. 


9-11 Pacific. Coast Gas Association 
Del Monte Hotel, Del Monte, Calif. 


14-19 American Dietetics Association 
Mayflower Hotel, Washington, D. C. 


Wk. 29 por g ee om Association Convention 
mn 
Atlantic City, N. J. 


NOVEMBER 


6-7 Autumn Research Meeting, The Institu- 
tion of Gas Engineers 
London, England 


12-15 National Assn. Railroad & Utilities 
Commissioners 
Washington, D. C. 


12-15 American Petroleum Institute 
allas, Texas 





Empire State Gas and 


Electric Association 


RESIDENT H. O. CASTER of the 

American Gas Association will be 
one of the principal speakers at the 
twenty-ninth annual convention of the 
Empire State Gas and Electric Associa- 
tion to be held at the Westchester Coun- 
try Club, Rye, N. Y., Friday and Satur- 
day, October 5 and 6. Alfred H. Schoell- 
kopf, president of the Association, will 
preside and deliver the opening address 
at the Friday morning session. 

The address by Mr. Caster will be the 
next item on the program to be fol- 
lowed by an address by Thomas N. Mc- 
Carter, president of the Edison Electric 
Institute. “Social Insurance” will be the 
subject discussed by the next speaker, 
H. C. Hasbrouck. The first morning ses- 
sion will close with a talk on “Rate Ad- 
justment Plans,” the speaker to be an- 
nounced, 

Friday afternoon will be devoted to a 
golf tournament, always a feature of the 
annual convention of the Empire State 
Association. A dinner dance will be 
held in the evening. 

An interesting and timely program has 
been arranged for Saturday morning in- 
cluding the following addresses: ‘Road- 
way Lighting and Traffic Accidents” by 
Dudley M. Diggs, General Electric Com- 
pany, with a summing up by C. W. Ap- 
pleton, vice-president, General Electric 
Company; “Sales Methods for Profits for 
1935” by Henry O. Loebell, vice-presi- 
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dent, Natural Gas Pipeline Company of 
America; and “Load Building” by A. G. 
Allen, vice-president in charge of mer- 
chandising, Westinghouse Electric and 
Manufacturing Company. 


Pacific Coast Gas Association 


HE Forty-First Annual Convention 

of the Pacific Coast Gas Association, 
scheduled to have taken place at the 
Hotel Del Monte on September 11, 12 
and 13, was postponed until October 9, 
10 and 11. The convention program will 
remain the same as originally planned. 
Hotel reservations will automatically be 
carried ahead to the new dates unless 
cancelled. There is every reason to be- 
lieve that this will be one of the most 
important annual meetings ever held by 
this Association. 


Wisconsin Utilities 


Association 


LL previous attendance records for a 
Commercial Section Convention of 
the Wisconsin Utilities Association were 
shattered at the recent meeting held in 
Milwaukee, September 10 and 11. In the 
opinion of many old-timers, program rec- 
ords were excelled also, as the meeting was 
productive of many stimulating and thought- 
provoking messages. 

The gas division program, arranged by 
Henry Dropp and committee chairmen, at- 
tracted the largest individual session at- 
tendance. An outstanding feature of this 
session was the lighting program arranged 
by I. L. Illing. 

An exhibition arranged by Frank Coffin 
and his special manufacturers’ committee, 
together with the assistance of commercial 
managers of the company, was one of the 
most comprehensive ever displayed. Forty- 
one manufacturing companies displayed 
their products and every available space 
was used. 

The chairman, Allen C. Davis, in open- 
ing the convention called attention to the 
fact that there are over 1,000 people in 
Wisconsin who are directly or indirectly 
dependent upon utility merchandising ac- 
tivities for their livelihood. These people 
represent a total payroll of considerably 
more than $1,000,000 annually. 

In a provocative address, James Mangan, 
director of advertising and merchandising, 
Mills Novelty Company, Chicago, brought 
out that high-pressure salesmanship is not 
more than five per cent efficient. According 
to Mr. Mangan, it is being supplanted by 
a combination of masculine and feminine 
appeal formula. 

Harvey R. Habeck, Milwaukee, district 
counsel of the Home Owners’ Loan Cor- 
poration, explained how that corporation 
and the new Housing Administration had 
been developing their program. Mr. Habeck 
said that proper merchandising and promo- 
tion by dealers and contractors should 
enable them to capitalize on the program of 
both the Home Owners’ Loan Corporation 
and the Housing Administration. 


The home service point of view was 
covered by Arline Frances Mooney of the 
Northern States Power Company, Eau 
Claire, who substituted for Miss Val 
Thorson. During the course of her address, 
Miss Mooney said, “Mrs. Homemaker has 
every right to feel that when buying equip- 
ment from the utility she is going to get 
standard certified equipment, equipment that 
will give service.” 

Dorothy E. Shank, director, research 
kitchen, American Stove Company, who 
was the first speaker on the program of the 
gas division, presented a detailed account 
of the history and development of the gas 
range in kitchen planning. 

The great possibilities for gas companies 
through air conditioning equipment, which 
is now being placed on the market, were 
graphically pictured by Lyle Harvey of the 
Bryant Heater Company. He said that the 
most satisfactory air conditioning can be 
accomplished by dehumidification and 
through the absorption system, and that 
meant gas air conditioning. 

E. C. Sorby of the Roper Corporation, 
effectively dramatized the imaginary con- 
versation in which an electric range sales- 
man is outsold by a housewife, who had 
been thoroughly sold on the modern gas 
range. 

Other speakers on the program were 
E. C. Weston of Electric and Gas Utilities, 
who described the success which his com- 
pany met with its gas refrigeration pro- 
gram, and C. E. Bartlett of the Ruud Manu- 
facturing Company, who spoke on “New 
Methods in Water Heating.” 

New officers of the Commercial Section 
elected at the meeting are: S. L. Hagen, 
Northern States Power Company, Eau 
Claire, Chairman; and H. W. Cooper, Wis- 
consin Power and Light Company, Madison, 
Vice-Chairman. 


Welsbach Co. Elects 
H. N. Ramsey 


IHE Welsbach Co., Gloucester, N. J., 

since 1887 an important factor in the 
development of the gas industry, has an- 
nounced changes in its executive personnel. 
H. N. Ramsey was elected president suc- 
ceeding H. R. Martz, resigned. C. A. Hold- 
craft succeeds A. L. Fowler as treasurer. 
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Messrs. Martz, Fowler and W. Findlay 
Downs retired from the board of directors 
and the vacancies were filled by the elec- 
tion of Messrs. Ramsey, H. W. Reed and 
F. A. Wegener. 

Mr. Ramsey, who was graduated from 
the University of Pennsylvania in 1920, 
has previously been engaged in engineer- 
ing and executive activities with the 
American Gas Co., The U. G. I. Co, 
Dwight P. Robinson & Co., and United 
Engineers & Constructors Inc., and in ad- 
dition to his wide engineering experience 
brings to the company a well-rounded busi- 
ness training. 


Dies in Morro Castle 
Tragedy 


E tragedy of the Morro Casile dis- 
aster was brought home to the gas 
industry by the death of Edward J. Brady, 
manager of The United Gas Improvement 
Company’s Physical Laboratory at Point 
Breeze. Mr. Brady, who was 54 years 
old, was drowned September 8, some 
seven hours after he and his wife and 
daughter jumped from the burning hull 
of the Havana liner. Mrs. Brady and 
their daughter, Nancy Ann, were saved 
shortly after Mr. Brady’s strength failed 
him. 

Mr. Brady started his career with the 
U. G. I. as laboratory assistant nearly 
twenty-five years ago under the guidance 
of the late Charles O. Bond. He had 
then built up a background of experi- 
ence in engineering work that had taken 
him from coast to coast. He was of a 
scholarly and academic manner and his 
ability to combine academic thinking 
with practical industrial problems re- 
sulted in scores of improvements and 
new methods in engineering practice. 

He invented and designed the ‘Brady 
B.t.u. Indicator,” a device that has been 
sold by his company to gas plants 
throughout the world. This achievement 
brought him the Beal Medal in 1919, 
which is awarded by the American Gas 
Association: for outstanding contributions 
to the industry. Many laboratory meth- 
ods used in testing gas oils and high- 
temperature refractories were his. 

Mr. Brady was a member of the Ameri- 
can Gas Association and many other techni- 
cal and engineering societies. 





Members Invited to 


Attend Melbourne Gas Congress 


HE American Gas Association has received a cable from P. C. Holmes Hunt, 

managing director of the Colonial Gas Association, Melbourne, Australia, in- 
viting members of the Association to attend the Gas Congress and Victorian Cen- 
tenary Celebrations in Melbourne, October 30 to November 1. 

Two papers by American authors have been prepared for presentation at the 
Congress. They are: “American Experience of the Most Effective Methods for De- 
veloping Domestic Water Heating by Gas,” by C. George Segeler, engineer of 
utilization, American Gas Association, and “American Experience of the Value 
of Testing Gas Appliances as an Instrument for Increasing Gas Sales,” by R. M. 
Conner, director, A. G. A. Testing Laboratory, Cleveland. 

The C. M. Kemp Company’s well-known submerged combustion demonstration 


will be exhibited. 
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Gas Water Heating for Mohawk 
Golf Club 


























ECENTLY 

a gas water heat- 
ing installation was sold to the 
Mohawk Golf Club, Schenectady, N. Y., 
to supply hot water for the men’s locker 
rooms and showers. The installation re- 
placed anthracite coal and was sold 
against oil competition. 

The hot water supply had been inade- 
quate during peak periods because of the 
small storage capacity and slow recovery of 
the heater. A larger coal heater was in- 
stalled this spring when the original heater 
broke down. The new heater could not 
supply the demand during peak periods 
and during off-peak periods overheated the 
water to as much as 250° F., even though 
the fire was banked. The coal heating 
equipment consisted of a Richardson Super 
Test 1205 heater, manufactured by Richard- 
son & Boynton. It had a rated capacity of 
950 gallons of water with a 25° rise in 
six-hour firing periods. 

Since the equipment was well insulated 
and in good condition, a gas conversion job 
was installed to keep the installation cost 
at a minimum. It consisted of a Burke 


300 gal.-per-hour condensate pump, a 
Roberts conversion burner and controls. 

Two surface aquastats were used. One 
was installed at the bottom of the 500-gal. 
storage tank as a thermostat, and the other 
on the riser from the heater as a high 
limit control. The pump was installed be- 
tween the storage tank and heater for 
forced circulation and is controlled from 
auxiliary contacts in the motor valve of the 
burner. The burner was adjusted to pass 
315 cu.ft. of gas per hour to deliver over 
300 gal. of usable hot water per hour on a 
single pass through the heater. 

The installation has been working sat- 
isfactorily and efficiently. The combus- 
tion efficiency calculated from stack losses 
is slightly in excess of 80%. 

Based on five summer months of last 

year, the small original heater 
consumed an aver- 





tons of anthra- 

cite coal a month at 

$13.00 per ton, or an average 

cost of $39.00 a month, and the service 

was not complete. The consumption of 

gas for the first month, a heavy month, 

was 73,000 cu.ft., or a cost of approxi- 

mately $41.00, and the hot water service 

was complete. There has been ample 
hot water during all peak periods. 


The net gas rate for this service is as 
follows: 
First 615 cu.ft. or less per month S35 
Next 2178 cu.ft. per month, per M cu.ft. 1.16 
Next 2235 cu.ft. per month, per M cu.ft. 1.01 
Next 3352 cu.ft. per month, per M cu.ft. .78 
Excess cu.ft. per month, per M cu.ft. .51 


NEMA Motor and Generator Standards 


The National Electrical Manufacturers 
Association, 155 East 44th Street, New 
York, N. Y., has announced the publica- 
tion of a new edition of “NEMA Motor 
and Generator Standards,” superseding 
and amplifying the 1930 edition. Accord- 
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ing to the association, the new publica- 
tion contains much practical information 
concerning the manufacture, test and per- 
formance of AC and DC motors, gener- 
ators and combinations of both. Stand- 
ardized mounting dimensions for motors 
have also been included. The new edi- 
tion, comprising 176 pages, size 8 x 1014 
inches, may be purchased for $2 per copy. 


Lower Fuel Cost 


The Superior Foundry Company at Cleve- 
land, Ohio, has recently converted two 
Strong, Carlisle and Hammond semi-muffle 
furnaces for annealing gray iron castings 
from oil to natural gas. Although the lower 
over-all fuel cost and the greater flexibility 
of natural gas were important advantages in 
making this sale, the fact that The East 
Ohio Gas Company had recently made a 
satisfactory conversion of a battery of 11 
core ovens from coke to gas operation in the 
same plant was of great assistance. 

A. T. Code, assistant manager, industrial 
department, of The East Ohio Gas Com- 
pany, states that natural gas at 50 cents 
per M cu.ft. displaced fuel oil at 6 cents 
per gallon. The conversion was made with 
North American elbow type burners using 
air at 8 oz. pressure, each furnace burning 
approximately 1000 cubic feet of natural 
gas per hour. 





Rotarians and 
the Gas Industry 


A special meeting of rotarians 
connected with the gas industry was 
held during the course of the re- 
cent Conference of British Rotary 
(R. I. B. I.) in Douglas. Of the ten 
delegates attending, seven represented 
gas undertakings, while the remain- 
ing three represented industries allied 
to the gas industry. The opinion of 
the meeting was that, practically, every 
senior executive was a member either 
of his district association or of the 
Institution of Gas Engineers, or of 
both, and consequently that every 
“Gas” rotarian was a member of his 
professional association. 

In the opinion of the meeting, no 
more favorable opportunity for an 
interchange of opinions between repre- 
sentatives of the gas industry and 
representatives of industries supplying 
a similar, or even a rival service, is 
provided than a vocational group 
meeting at an annual British Rotary 
Conference, conducted in a spirit of 
rotarian fellowship. The meeting, 
therefore, recorded a suggestion that 
at future rotary conferences there be 
held a group meeting, called “Light, 
Heat, and Power,” and comprized of 
the coal, electricity, and gas groups.— 
London Gas Journal. 
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Procedure for a Meter-Record Reference File’ 


HERE was a period in the history of 

many public utilities when the custom- 
ers accounts records were the only readily 
available and up-to-date information at 
hand concerning service relations with cus- 
tomers. Years ago, a record of this type was 
probably sufficient. As time went on, how- 
ever, the need for a more efficient arrange- 
ment became necessary. Clerks who received 


*Contribution of the Customer Accounting 
Committee. 


By S. A. Hitt 


The Peoples Gas Light & Coke Co., 
Chicago, Ill. 


applications for service needed to know 
promptly whether the premises to be served 
were provided with meters, so that the or- 
ders might be dispatched properly desig- 
nated as “meter sets” or “turn ons.” In- 
formation had to be obtained as to the cor- 





Accounting Section Luncheon 
Conferences 

















LANS are nearing completion for a 

series of Accounting Section Lunch- 
eon Conferences which will be held at the 
Ambassador Hotel, Atlantic City, Wednes- 
day, October 31, 1934. The luncheons 
will commence promptly at 12:30 P.M. 
Reservation blanks have been mailed to 
all Accounting Section members. 

The primary purpose of these meetings 
is to provide an informal atmosphere for 
the free exchange of ideas on the various 
phases of Accounting Section work and 
to get members who have like responsi- 
bilities better acquainted. Minutes will 
not be recorded. Everything will be “off 
the record.” 

The controversial nature of the subjects 
which will be discussed promises an en- 
thusiastic response from the membership 
as well as a large attendance, 

Prominent members of the Accounting 
Section, each of whom is an authority in 
his field, will lead the discussion groups 
as follows: 

Accounting Machines—J. L. Conover, 
Public Service Electric & Gas Co., 
Newark, N. J. 

Customers’ Accounting—J. M. Roberts, 
The Peoples Gas Light & Coke Co., 
Chicago, Ill. 


Customer Relations—H. T. East, Public 
Service Company of Northern Illinois, 
Chicago, Ill. 


General Accounting—J. I. Blanchfield, 
The Brooklyn Union Gas Company, 
Brooklyn, N. Y. 


Office Management—A. M. Boyd, Phil- 
adelphia Electric Company, Philadel- 
phia, Pa. 


Each Luncheon Conference Group will 
be assigned a private dining room suf- 
ficient for its needs so that ample oppor- 
tunity will be afforded for discussion by 
all those present. 


Reservations 


Those planning to attend are urged to 
send their reservations to Headquarters 
promptly, accompanied by the luncheon 
fee of $1.00, which will cover all ex- 
penses. Prompt receipt of reservations will 
assist the committee in completing its 
plans to accommodate comfortably all 
those who wish to attend. The luncheon 
accommodations are necessarily limited 
and tickets will be issued in the order in 
which reservations are received. 


Exhibits 


The Accounting Section will hold no 
other session on the day of the luncheon 
conferences. It is planned to adjourn the 
meetings in the middle of the afternoon 
so that the members can attend the ex- 
hibits of the manufacturing companies in 
the Convention Hall, which is just a few 
minutes’ walk from the Ambassador Ho- 
tel. 





rect size of the meter required, the date 
the meter was to be turned on or off, etc. 

This problem was solved in one company 
by the adoption of a reference file, con- 
sisting of colored 3- by 5-inch cards. Each 
card bears an addressographed imprint of 
an address, floor location, customer’s name, 
and account number. Immediately follow- 
ing the completion of the turn-on or meter- 
set work, the imprints are made from the 
addressograph plate prepared to address the 
subsequent service bills. Each color desig- 
nates a specific rate classification. 


Card Routine 

The imprinted cards, and the correspond- 
ing turn-on or meter-set ticket, are routed 
to the reference-file clerk. Here the meter 
number, the size of the meter, and the date 
turned on or set are added to the card. 
When the meter installation is a “master- 
meter” job, the card is so noted. When 
the installation covers more than one meter, 
the cards are cross-referenced to show that 
condition. The number of apartments sup- 
plied by the installation is also noted on the 
card. Special master cards are prepared for 
large apartment buildings, to show the va- 
rious entrances to the building, the num- 
ber of apartments to each entrance, the 
house number for each entrance, and the 
location of the apartments (these latter 
locations are designated alphabetically, nu- 
merically, or geographically, according to 
the plan followed in leasing the apart- 
ments to tenants). 

The cards are now ready for insertion 
in the file. When new cards are inserted, 
the old card for the previous customer at 
the same address is removed and destroyed 
if there is no discrepancy between the two 
cards other than in the customers’ names. 
A constant record is maintained on these 
cards of all meter change work, meters 
turned off by collectors, etc. Completed 
meter-remove orders are routed to this file, 
so that the inactive cards might be re- 
moved. 

All applications for service are sent to 
this reference file, where they are noted 
to show whether the application involves 
a turn-on or meter set. The card is also 
marked that a new application has been 
received. All turn-off orders are likewise 
routed to this file, where the meter number 
and size is posted on the order. The ref- 
erence card is marked at the same time to 
show that the turn-off order has been is- 
sued. When an application or a turn-off 
order is sent to this file and the card is 
found noted that an order has been fe 
ceived previously, the new one is considered 
a duplicate. 
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Wasteful calls due to wrong addresses 
are often averted by the use of this file. 
To illustrate: When an application is re- 
ceived and no card is in the file for that 
address, the application is referred to the 
service-pipe record file for checking. If 
there is no record of a service pipe at the 
address given or a record of new building 
activities, the address is considered incorrect 
and the customer is contacted again. The 
same is true of turn-off orders. In this type 
of order, discrepancies are often found in 
the mame or address. The difference is 
noted on the order. The fitter, when mak- 
ing the call, often finds that a name of a 
relative or friend was given instead of the 
customer’s, or that the floor location or 
apartment number had been given incor- 


rectly. 


Advantages 


-An added advantage of this reference 
file is that it is of great value in classify- 
ing customers to the proper rate schedule. 
When new applications are received and re- 
ferred to the file, it is often found that the 
previous occupant was billed at a rate dif- 
ferent from the one indicated on the new 
application. The new application is im- 
mediately questioned and the customer is 
contacted again to see that he has not inad- 
vertently given wrong information. When 
the cards indicate that service for the pre- 
vious customer was discontinued because of 
delinquency in paying bills or for other 
credit reasons, the new applications are re- 
ferred to the credit and collection depart- 
ment for checking. When the gas supply 
has been discontinued by the use of an ex- 
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tension plug in the service pipe or a free- 
wheel cap, this is noted on the cards in ad- 
dition to the usual information. This is 
done so that applications or inquiries re- 
ceived subsequently may be referred to the 
proper division and the fitter notified of the 
special conditions. The file is also used 
frequently by the public contact division. 

The time factor in service to customers is 
important. This meter-record reference file 
lists much of the basic information re- 
quired by employees engaged in the han- 
dling of new applications, transfers, etc., 
and it is readily available. It is easy to see 
that the maintenance of the file is a good 
investment. It is considered one of the 
most important records in the company 
where it is used. 





HE customer’s pocket-book in many 

instances is extraordinarily sensitive 
today. Living, as the average customer 
does, on a reduced income, it is necessary 
that he control his expenditures to the 
maximum degree so that he may balance 
his budget. While the charges for gas have 
normally been a small portion of his total 
monthly expenditures, and while the serv- 
ices which produce these charges add much 
to the convenience and are vitally neces- 
sary in the operation of his household, the 
gas bill is subjected to the closest scrutiny. 
If the times “were not out of joint,” a 
monthly variation of 10 per cent in the 
gas bill would cause no comment; today 
such a variation often results in an inquiry 
to the Company. 

We have in our Company a group of 
men who we believe are most successful 
in making these examinations and in find- 
ing a satisfactory settlement of the cus- 
tomer’s inquiry. Of course, most of these 
men have had a wide experience and course 
of training in the various departments and 
divisions. It is not necessary to add that 
they are primarily selected because of their 
intelligence, personality, and tact, and also 
for their natural cleverness in uncovering, 
while on the customer’s premises, the ap- 
parent reason for the fluctuation in gas 
consumption. 


Method Employed 

These customers’ representatives are 
guided by a reasonable succession of steps 
in preparing and presenting the information 
they acquire on each case. These steps are: 

1. Obtain data showing previous bills for 
at least a year, if possible, in order that 
charges for comparable seasons may be ex- 
hibited. The data includes the two indexes 
involved in the bill, their dates of reading 
and the average daily consumption during 
the interval. The representative is also pro- 
vided with any recently completed shop 
orders. 

2. On entering the premises, the cus- 
tomer is acquainted with the nature of the 


Bill Investigation 


By E. F. ALBERT 


The Philadelphia Gas Works Company, 
Philadelphia, Pa. 


inquiry and is encouraged to talk at length 
about it. The customer is assured the 
representative will endeavor to locate the 
cause of increase in gas consumption, if any. 


Meter Checking 

3. The present meter index is obtained 
and the daily average consumption since 
the last index is computed, and compared 
with the bill in question. The representa- 
tive having ascertained what appliances are 
at that moment in use, and knowing their 
rated consumption, is able to estimate 
whether the dial hand on the meter is mov- 
ing at a reasonable rate of speed or not. 
With his watch and with a chart converting 
dial points per minute into cubic feet per 
hour, he is able to determine the registra- 
tion per hour, and thus he learns whether 
there is a proper relationship between the 
consumption and the registration. We 
have had frequent cases where this pro- 
cedure has disclosed the fact that gas was 
then being consumed without the knowl- 
edge of the customer. 

4. All gas appliances are then examined 
and their adjustment appraised and any 
necessary orders written for the shop to 
call and remedy matters. 

5. If there is an automatic water heater 
on the premises, the representative takes 
the temperature of the hot water and also 
of the cold water. Both readings are taken 
from the respective spigots nearest the ap- 
pliance. Enough hot water is run off to 
cause the automatic water heater’s main 
burner to ignite, if not already ignited, and 
then the consumption measured at the 
meter. The proper consufmption of the 
water heater as indicated by the B.t.u. 
reading posted on the heater informs the 
representative whether the consumption is 
reasonable or not. 


The representative carries with him the 
average daily temperature for each day dur- 
ing the present year and, armed with this, 
he is able to point out what effect, if any, 
would follow through from the weather 
temperature to the earth temperature, to 
the water temperature, and then to the gas 
bill. It is usually obvious to the customer 
that an automatic water heater, while water 
is at a winter temperature, will require 
more gas to generate hot water than if the 
incoming water was at summer tempera- 
ture. 


Flue Pipe Inspection 


6. The representative examines the flue 
pipe, if any, to the automatic gas water 
heater. He knows that flues set at an im- 
proper angle, flues improperly connected 
to the air vent, flues too long or too nar- 
row in diameter, present operating factors 
which must be dealt with accordingly. He 
is particularly careful to note whether there 
are any holes in the flue, through which 
any accident hazards might be created. He 
observes whether there are any extremely 
long runs of hot water lines and the size 
thereof, and whether a hot water line 
passes an open cellar window, or runs un- 
derground, or in exposed places where heat 
losses would be high. He is particularly 
watchful for a return system of piping and 
for leaky spigots. If there is a furnace 
connection or a bucket-a-day heater con- 
nected with the automatic water heater, 
there is a possibility that the position of 
the valve would affect the consumption of 
gas. 

7. The representative inquires about mis- 
cellaneous appliances and is alert in discov- 
ering some which the customer may have 
overlooked. He ascertains the methods by 
which the customer uses them and whether 
there could be any chances whereby such an 
appliance could be used without the cus- 
tomer’s knowledge. There is always the 
possibility that, if the bill-payer is away a 
large part of the day, old folks, children, 
or tenants living on the premises may use 
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gas beyond the customer's knowledge. It 
is, therefore, necessary to ascertain who the 
occupants of the house are and to become 
acquainted with their habits in living. Dur- 
ing the past winter there has been unusually 
cold weather. Customers have been par- 
ticularly apt to use the gas range in the 
kitchen as a heater to augment any other 
kitchen heating. Often it takes adroit 
questioning to ascertain this fact, particu- 
larly the extent to which the range was 
used for this purpose. In many cases, the 
increase in consumption has been elimi- 
nated since the bill was received, because a 
natural household reaction to the master’s 
complaint would be to make economies in 
the use of gas. 


Meter Performance Records 


The Company's record of the perform- 
ance of its meters gives the representative 
a very real confidence in the accuracy of 
this device. Of course, the customer very 
often doubts the accuracy of the meter and 
insists that it be removed for test. We be- 
lieve the meter should be removed, only as 
a last resort, as in many cases the factors 
which caused the high gas bill will be dis- 
covered by the investigator and will be 
either removed or modified by the customer, 
the result of which will be a reduction in 
the gas consumption. If the meter was re- 
moved immediately after the investigator's 
call, there might be some misconception 
as to the cause for the reduction in the gas 
bill that naturally follows. This confu- 
sion will arise because a doubt will be born 
in the customer’s mind as to whether the 
ensuing lower consumption was due to the 
elimination of a faulty meter, or to conser- 
vation in the methods in operation. Of 
course, the customer is always invited to 
witness the test of any meter which the 
Company may remove. 

If, after making a thorough investiga- 
tion, the representative still finds the cus- 
tomer is dissatisfied, the latter is asked to 
consider some of the points brought out 
during the investigation and is informed 
that the representative will continue his 
investigation and will call back within a 
few days. It is surprising how often the 
customer admits, when the representative 
calls again, that the large gas bill must 
have been caused by housekeeping methods 
because the rate of usage has decreased 
since the representative's suggestions were 
adopted. 

We believe that due to the observance 
of the foregoing general rules that the 
Company has been remarkably successful in 
settling cases of this kind. 


Chop Suey 


When a sale consists of an automatic 
water heater, chop suey stove, a bottle ster- 
ilizer and a high pressure gas boiler, it 
looks as though the title of this report 
has been aptly chosen. And besides, the ad- 
vantages which the customer has derived 
in flexibility, ease of control, compactness 
of the equipment and freedom from trouble, 
are testimony to the truth of the well- 
known saying, “Damn smart, these Chinese.”’ 
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Gas Industry Loses Beloved Figure 





William J. Welsh 


ILLIAM J. WELSH, treasurer of 

the American Gas Association since 
1929, died at his home, Grymes Hill, 
Staten Island, New York, on Saturday, 
September 8, after four days’ illness. 

At the time of his death Mr. Welsh 
was president of the New York and Rich- 
mond Gas Company, the Staten Island 
Savings Bank, and the Society of Gas 
Lighting. ’ 

Widely known in gas company and 
banking circles throughout the United 
States, Mr. Welsh was born in 1873 in 
Clifton, Staten Island: He had lived on 
Staten Island all his life. He received 
his education at Public School 14 at Sta- 
pleton and at Cooper Union Institute in 
Manhattan; he also took a course offered 
by the American Gas Light Association. 

At the age of 15 he became a mechanic 
in the gas company of which his father, 
William, was general superintendent. Mr. 
Welsh’s oldest son, Joseph J., is now 
superintendent of production in the plant 
of the New York and Richmond Gas 
Company, representing the third genera- 
tion of the Welsh family to be associated 
with the gas industry on Staten Island. 

Through a series of rapid promotions, 
starting in 1901, Mr. Welsh was placed 
in charge of sales of gas for domestic and 
industrial purposes. In 1903 he was pro- 
moted general superintendent, succeed- 
ing his father, who retired. In 1908 he 
was made vice-president and in 1912 
elected president of the company. 

In 1915 he was appointed a trustee 
of the Staten Island Savings Bank, the 
oldest savings institution on Staten Island, 
and in 1926 he was elected president of 
the bank. Mr. Welsh was the first two- 
term president of the Empire State Gas 
and Electric Association, serving in that 
capacity in 1929 and 1930. He was a 
member of the Staten Island Chamber of 
Commerce, the Richmond County Coun- 


try Club, Rotary Club of Staten Island, 
the Staten Island Civic League, the Staten 
Island Institute of Arts and Sciences, 
Staten Island Club, Knights of Columbus, 
and was a trustee of the Staten Island 
Hospital. 

Surviving are his widow, Mrs. Anna R. 
Welsh, and their children, Joseph J., 
Regina D., Veronica R., and William 
/ 


An Appreciation 

There must be something uncommon 
about an individual who is capable of 
inspiring feelings of confidence and re- 
spect, not only among his associates, but 
throughout a metropolitan community. 
William J. Welsh was no ordinary man 
and evidences of the general esteem in 
which he was held evoke no surprise in 
one who, for almost thirty years, was 
privileged to be counted a _ personal 
friend, 

It would be correct to describe Mr. Welsh 
as a modest and unassuming gentleman. 
This characterization, admirable in itself, 
does not account for the outstanding place 
which he held in the affections of his 
friends. Kindly qualities of mind and heart 
were his, in full measure, and they played a 
part in creating affectionate regard. United 
with these qualities, however, was the pos- 
session of character to round out the com- 
plete personality of a gentleman. 

If character be defined as “doing the right 
thing because it is right,’ William J. 
Welsh was a “man of character.” Doing the 
right thing because it was right was never 
sacrificed for ease, for expediency or for 
obtaining favors. Imbued with a strong 
sense of justice, Mr. Welsh personified 
fair play in all his actions. Tolerant of the 
other fellow’s viewpoint, he was willing to 
concede everything that was just and fair; 
he was helpful in every worth while cause, 
sympathetic and generous in his dealings, 
loyal to his friends and intolerant only. of 
fraud and deception. A man of character 
has gone to his reward. 





Old Blimp 
Feeds Gas Mains 


HE city of Ravenna, Ohio, within 

a few miles of Arkon, has an old 

blimp to thank for its uninterrupted 

gas service. A balloon bag, which once 

lifted the Goodyear baby blimp Reso- 

_ lute off the ground, was staked down 

on Frank Heckman’s farm, filled with 

gas and was used as a reservoir while 

The East Ohio Gas Company tied in a 
new gas main. 

A small amount of air in the mains 
caused a bit of trouble, but the bal- 
loon on the whole proved to be an 
efficient gas supply for most of the 
city. The bag was loaned for the put- 
pose by the Goodyear Company. 
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Electric Cooking Competition 


Y action of the Managing Committee 

of the Commercial Section, the Do- 
mestic Range Committee was assigned the 
duty of dealing primarily with competi- 
tion of electric ranges. It was recom- 
mended that the committee report upon 
the sales trends of electric competition 
and that it act as an exchange for sales 
plans which have been found successful 
by member gas companies in surmounting 
this competition. 

This is a report upon activities of com- 
petitors in the electric field in promoting 
the use of electric ranges and electricity 
as a cooking fuel. 

Prior to 1926 small progress was made 
in the field of cooking by electricity so 
that on January 1, 1926, the electric in- 
dustry had sold only 370,000 electric 
ranges since their introduction in 1919. 

Beginning with the year 1926, however, 
when the industry sold more than 100,000 
ranges, consistent progress was shown 
each year until at the end of 1930 more 
than one million electric ranges had been 
sold. 

The peak of electric range sales oc- 
curred in 1930 with 180,000 units fol- 
lowed by declines in 1931, 1932, and 1933 
when 115,000, 60,000 and 50,000 ranges 
respectively were sold. 

Gas range sales reached their peak in 
1929 with a total sale of 1,600,000 units 
and declined to a low of 600,000 in 1932, 
followed by an increase to 720,000 units 
in 1933. 


Comparison of Range Sales 

The accompanying tables and graph 
give a comparison of annual gas and 
electric range sales during the period 
1925-1933. Gas range statistics are from 
the American Gas Association and data 
for electric ranges are taken from the an- 
nual statistical issues of “Electrical Mer- 
chandising:” It will be seen from the 
above that whereas gas range sales have 
outnumbered electric ranges on the aver- 
age by eleven to one during the period 
covered, in 1933 there were approxi- 
mately fourteen times as many gas ranges 
sold as electric. 

Beginning in 1929 a marked trend to- 
ward modernization of gas ranges oc- 
cured. Console and table top models 
Superseded the more conventional ar- 
fangements in public appeal. In due time 
these changes reflected themselves in the 
type and character of the electric ranges 
offered to the public, although it is still 
fair to say that the gas range industry is 


By C. L. TrEvirt 


Chairman, Domestic Range Committee 
Community Natural Gas Company, 
Dallas, Texas 


the style leader in the domestic cooking 
equipment field. 

Simultaneously with these style changes, 
improvements were made in the top 
burner efficiency by some gas range man- 
ufacturers. Within the past six months a 
substantial number of manufacturers have 
again materially increased the efficiencies 
of the top burners of their ranges. 

During 1931, the American Gas Asso- 
ciation Testing Laboratory conducted an 
investigation of domestic cooking by gas 
and by electricity. At that time it was 
found that 2.30 B.t.u. in the form of gas 
fuel were required to do the same cook- 
ing operations as were necessary for one 
B.t.u. with electricity. The result of the 
recent improvements in top burner effi- 
ciencies on many gas ranges has been to 
lower this ratio to about 1.8 or the equiv- 
alent of about 12 cu.ft. of manufactured 
gas of 530 B.t.u. or 6 cu.ft. of natural 
gas of 1050 B.t.u. required for each 
kw.hr. of electricity used as a cooking 
fuel. 


Cooking Rates 


In manufactured gas territory, the pres- 
ent average price to cooking customers 
for 530 B.t.u. gas is approximately $1.14 
per M cu.ft. In territory served with 
natural gas the rate applicable to cooking 
customers averages about $.80 per M 
cu.ft. for 1050 B.t.u. gas. For those elec- 
tric companies who are actively promot- 
ing the use of electric ranges, the average 
rate for cooking is approximately 2.75¢ 
per kw.hr. 

In these territories where electric activ- 


ities are aggressive, using modern equip- 
ment, the cost of cooking with electricity 
would average two times the cost of cook- 
ing with manufactured gas and five and 
one-half times that of cooking with nat- 
ural gas. In other territories, the cost 
ratios are even more favorable to gas. 

In 1933 at the request of and with the 
promise of adequate financial support by 
the National Electric Manufacturers As- 
sociation, the National Electric Council 
was organized by the National Electric 
Light Association to promote the accept- 
ance of electric ranges and electric cook- 
ing. Initial efforts were directed toward 
the organization of regional and local 
cookery councils to sponsor a nation-wide 
cooperative movement to promote the 
sale of electric cookery. 


Electric Cookery Councils 

A complete program for the inaugura- 
tion of local electric cookery councils, 
representative of contractors, department 
stores, distributors, electric dealers, fur- 
niture dealers, hardware stores, utilities 
and others, was adopted. One hundred 
and sixty-five local cookery councils were 
formed in forty-two states, representing 
an estimated coverage of approximately 
five and one-half million domestic electric 
customers. In addition to extensive field 
work, an electric range contest was con- 
ducted during April, May and June, 1933, 
accompanied by an advertising program 
confined to electrical trade publications. 
Retail outlets for electric ranges were 
conservatively estimated to have been in- 
creased by 50% in 1933 in those terri- 
tories where cookery councils were 
formed. 

Despite these developments the sale 
of electric ranges for the year 1933 was 


GAS RANGE SALES 1925-1933 











Domestic Gas Gas Range 
Customers at Gas Sales per Thousand 
Year End of Year Range Sales* Domestic Customers 
1925 12,144,000 1,406,000 115.7 
1926 12,732,000 1,480,000 116.2 
1927 13,313,000 1,560,000 117.2 
1928 14,041,100 1,580,000 112.5 
1929 14,655,800 1,602,000 109.3 
1930 14,969,400 1,400,000 93.5 
1931 15,015,900 960,000 63.9 
1932 14,506,900 600,000 41.4 
1933 14,472,600 720,000 49.7 








Notes: *These figures are actually gas range producton. 


Data for 1925, 1927, 1929 and 1931 are 


from U. S. Census; data for 1932 and 1933 are estimates based on reports to A. G. A.; data for 1926, 


1928 and 1930 are interpolated. 














only 50,000, the lowest record during 
the period of years covered by the ac- 
companying tables. 

With the establishment of the Ten- 
nessee Valley Authority in the fall of 
1933 a new factor entered the picture. In 
preliminary announcements, the director 
of the Tennessee Valley Authority stated 
that efforts would be made to persuade 
the manufacturers of electrical house- 
hold equipment to offer electric ranges, 
water heaters and refrigerators at new 
and unusually low prices in return for 
the financing and sales promotion of these 
appliances by the Electric Home and 
Farm Authority. 


EHFA Ac¢ttivities 

In March, 1934, the dissolution of the 
National Electric Cookery Council was 
announced, the statement being made that 
the electric equipment manufacturers al- 
leged it would be impossible to give fur- 
ther support to the National Electric 
Cookery Council in view of the low ap- 
pliance prices requested by the Electric 
Home and Farm Authority and because 
of general business conditions. Other an- 
nouncements indicated that the equipment 
manufacturers had decided to focus all 
their ammunition and efforts with those 
of the EHFA to promote the completely 
equipped electric home in the course of 
its operation in the Tennessee Valley 
and/or elsewhere. For report of first 
year’s operations of the Tennessee Valley 
Authority see American Gas Association 
Information Service Letter No. 118. 

On February 7, Tupelo, Mississippi, 
began distributing Tennessee Valley Au- 
thority current through its municipal 
electric plant. Domestic rates by agree- 
ment with the Tennessee Valley Authority 
in such cases are: 


First 50 kw.hr. $.03 per kw.hr. 
Next 150 kw.hr. 02 per kw.hr. 
Next 200 kw.hr. 01 per kw.hr. 
all over 400 kw.hr. .004 per kw.hr. 
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DOMESTIC RANGE SALES IN THE UNITED STATES 


GAS RANGE SALES PER 
THOUSAND CUSTOMERS 
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RANGES SOLD PER THOUSAND DOMESTIC CUSTOMERS 


YEAR 


Minimum monthly bill 


Sampere meter 75¢ 
15 ampere meter $1.00 
50 ampere meter $1.50 


Where privately owned electric com- 
panies are cooperating with the Tennes- 
see Valley Authority in the promotion of 
the sale of electric appliances, the domes- 
tic electric rates approved by the Au- 
thority are not quite so low as those 
outlined above. 

On May 22, a special exhibition of 
electrical ranges, water heaters and refrig- 
erators bearing the approval of the Ten- 
nessee Valley Authority was held at 
Tupelo. Simultaneously, privately owned 
power companies, in cooperation with the 
Tennessee Valley Authority, announced 






ELECTRIC RANGE SALES PER 
THOUSAND CUSTOMERS 


GAS RANGE 
SALE 


100,000 


8 SOLD OURING YEAR 


$ $8 
As 


10,000 


the availability of these appliances in sec- 
tions of Tennessee and Georgia. 


TVA Prices 

Minimum specifications for the electric 
appliances approved by the Tennessee 
Valley Authority and made by some 
twenty odd electric appliance manufac- 
turers at prices 25% to 35% lower than 
those formerly prevailing may be found 
in the March issue of Electrical Merchan- 
dising. 

TVA electric refrigerators are priced at 
$79.50 cash, or $94.50 on terms of $3.50 
down and $2.54 a month for three years. 
Cooperating electric companies charge 
$4.00 for installing an outlet where one is 
necessary. Ranges approved by the TVA 


ELECTRIC RANGE SALES AND SATURATION, 1926-1933 


























Number of Regular Type Electric Ranges Number of 
H omes Re- Regular Type Number of 
ceiving Average Electric Electric 
E lectric Retail Ranges Sold Ranges in 
Service at Number Sold Value Per Thousand Use at End Per Cent 
Year End of Year* During Year Retail Value Per Range Home Customers of Year Saturation 
1926 16,825,234 110,000 $16,500,000 $150 6.5 480,000 2.85 
1927 18,089,284 110,000 17,600,000 160 6.1 590,000 3.26 
1928 19,254,524 135,000 22,175,000 164 7.0 725,000 3.77 
1929 20,145,774 158,000 26,070,000 165 7.8 875,000 4.34 
1930 20,530,248 180,000 27,000,000 150 8.8 1,020,000 4.97 
1931 20,356,804 115,000 18,975,000 165 5.7 1,095,000 5.38 
1932 20,054,256 ; ,000,000 150 3.0 1,100,000 5.49 
1933 20,210,134 50,000 7,100,000 142 2.5 1,148,000 5.68 


























with individual electric plants. 


Customer data from E. E. I. Statistical Bulletins No. 8 and 9 and preliminary report for 1933. Data on range sales and 
ranges in use are estimates published by “Electrical Merchandising.” 


Notes: *Represents total of residential and farm customers receiving electric service from public utilities. Does not include farms 
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are $75.50 cash, or $90.50 on terms of 
$3.50 down and $2.41 a month over a 
three-year period. Water heaters are 
$60.50 cash, or $71.75 on terms of $2.50 
down payment and $2.31 per month over 
a thirty-month period. If refrigerator 
and range are bought simultaneously, the 
cash price is $155, the down payment is 
$5.00 and $3.85 per month, over a period 
of forty-eight months. More recently 
special combined ranges and refrigerators 
are available at somewhat lower first cost 
than when standard units are purchased 
simultaneously. If refrigerator, range 
and water heater are bought simultane- 
ously, cash price is $215.15 or a down 
payment of $6.50 and a monthly payment 
of $5.33 for a period of forty-eight 
months. Additional charges are made for 
connection of range and for pressure re- 
lief valve on water heater. 

The estimated monthly electric con- 
sumption of these appliances is: 


Refrigerators 65 kw.hr. 
Ranges 165 kw.hr. 
Water Heaters 300 kw.hr. 


TVA approved electric appliances may 
be sold by a privately owned electric 
company wherever the domestic electric 
rates of the company are found satisfac- 
tory by the Tennessee Valley Authority. 

The official statement of the signifi- 
cance of the TVA emblem reads: 

“Approval by the EHFA of an ap- 
pliance and the presence of the TVA 
mark of approval on the product means 
that the quality of the appliance is 
acceptable, the price reasonable, and 
the domestic electric rates where it is 
to be used are low enough to conform 
to the power policy of the TVA.” 


Credit Policy 

Once the sale of a TVA appliance is 
made on deferred terms, the customer's 
paper is accepted from the dealer by the 
utility. The Electric Home and Farm 
Authority reimburses the utility for the 
customer's paper. It is understood that 
on default by customer, the dealer is 
required to repurchase the defaulted pa- 
per and that failure of the dealer to re- 
purchase voids his sales agreement with 
the Authority. Manufacturer must then 
repurchase from Authority the paper in 
default at a price equal to the unpaid 
balance of its face amount, less any un- 
earned portion of finance charges. The 
utility company will then repossess prod- 
uct for the manufacturer, holding it with- 
out expense for sixty days and agreeing 
to sell repossessed appliance. Collections 
are made through the local utility. 

Financing charges offered by the Elec- 
tric Home and Farm Authority represent 
a cut in the cost of financing of substan- 
tially 50% from present rates. 

Details of the promotional and educa- 
tional work to be done by the Electric 
Home and Farm Authority have not yet 
been announced. One million dollars is 
available for these purposes and it is 
understood that approximately $250,000 


will be spent for promotion during the 
first year. An advertising agency is now 
surveying the field and preparing plans. 
In the meanwhile, a force of twenty-five 
home service workers has been enrolled 
to develop a program which would in- 
clude aid in cooking, home management, 
and selection, operation and care of do- 
mestic electric appliances. In Tupelo, 
Mississippi, where TVA appliances were 
first made available, nineteen EHFA rep- 
resentatives were engaged in promoting 
the purchase of electrical equipment. 
Tupelo has approximately 1200 electric 
customers. The Tupelo Gas Company 
has approximately 625 gas customers with 
two gas appliance salesmen. 

Although the Electric Home and Farm 
Authority is officially described as an 
agency of the Tennessee Valley Authority 
whose activities are limited to the Ten- 
nessee Valley area, the activities of the 
Electric Home and Farm Authority are 
unlimited in regional scope by terms of 
its Articles of Incorporation. Therefore, 
if the financing and promotion of the 
sale of electric appliances with Govern- 
ment money should prove successful in 
the Tennessee Valley area, there is no 
reason why the same should not be ex- 
tended to other areas. Indeed this has 
already been officially predicted. 


Regional Electric Range Saturations 

Tennessee newspapers for Monday, 
June 4, announced that since May 22, 
six thousand electric ranges, refrigerators 
and water heaters had been sold as a re- 
sult of the Electric Home and Farm 
Authority’s opening campaign. 

The true picture of electric range com- 
petition cannot be gained from a simple 
study of the ranges sold annually and the 
fact that 5.68% of the 20,210,000 homes 


Company 
Alabama Power Co. 
Central Arizona Lt. & Pr. Co. 
Jonesboro Lt. and Pr. Plant 
Pacific Gas and Electric Co. 
San Joaquin Lt. & Pr. Corp. 
Georgia Power Company 
Central Illinois Pub. Serv. Co. 
Kansas Power Company 
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receiving electric service at the end of the 
year 1933 were using electric ranges. 
These figures must be broken down into 
smaller areas in order to afford significant 
guideposts to the gas industry. 

Furthermore, no data have been pub- 
lished by the electric industry which 
would indicate the extent to which these 
electric ranges have actually displaced 
gas ranges or preceded the use of gas 
ranges in homes within gas-served area, 
and no data on this point from gas com- 
panies have yet been made available to 
the American Gas Association. 

The annual range surveys of the maga- 
zine “Electric Light and Power” appear 
to furnish the most detailed information 
on this subject. The seventh Annual Elec- 
tric Range Survey, published in August, 
1933, reports on the sales methods and re- 
sults of 96 electric companies in the 
United States in the field of electric cook- 
ing promotion. The average saturation 
of electric ranges for these companies, 
covering 37% of the total customers in 
the United States, was 7.5% and the sales 
of these companies for the year 1932 
totalled 30,864 or approximately one- 
half of the electric range sales for that 
year. The total ranges reported installed 
by these companies on April 1, 1934, was 
556,748 or approximately one-half the 
total reported for the United States. 

Some of the electric companies which 
reported better than average saturations 
are given below. 


Sales Methods 


Gas companies will be interested in 
the sales methods which have been used 
by the 96 electric companies representing 
this survey. 

Approximately 75% of these companies 
stated that they encouraged employee 


Consolidated Gas Electric Light and Power Co. 


of Baltimore 
Minnesota Power & Light Co. 
Greenwood Light & Power Co. 
Kansas City Power & Light Co. 
Niagara Electric Service Corp. 
North Carolina Pr. & Lt. Co. 
California-Oregon Power Co. 
Pacific Power & Light Co. 
Portland Gen. Electric Co. 
Northwestern Pub. Serv. Co. 
Idaho Power Company 
Texas-Louisiana Power Co. 


West Texas Utilities Company 
Virginia Public Service Co. 
Puget Sound Pr. & Lt. Co. 
Seattle Dept. of Lighting 
Tacoma Dept. of Public Util. 
Washington Water Power Co. 
Winnipeg Hydro-Elec. System 


States Saturation 
Alabama 20.3% 
Arizona 9.9% 
Arkansas 14.2% 
California 10.2% 
California 15.4% 
Georgia 14.4% 
Illinois 10.7% 
Kansas 11.2% 
Maryland (rural) 25.9% 
Minnesota 10.6% 
Mississippi 25.6% 
Missouri-Kan. 10.3% 
New York 27.1% 
No. Carolina 21.9% 
Calif.-Ore. 31.7% 
Ore.-Wash. 19.3% 
Ore.-Wash. 21.1% 
Nebraska-So. Dakota 9.1% 
Idaho 47.1% 


Tex., La., New Mexico, 
Ky., Ariz., Okla. 24.4% 


Texas 24.6% 
Va.-West Va. 15.6% 
Washington 34.2% 
Washington 30.1% 
Washington 30.5% 
Wash.-Ida. 29.9% 
Manitoba, Can. 58.5% 











selling of electric ranges, and practically 
all companies encourage employee pros- 
pect work of direct selling. Less than 
5% gave premiums in order to accelerate 
electric range sales but more than half 
offered allowances for the customer's old 
range. Twenty per cent gave cash dis- 
counts and all offered ranges on terms 
with carrying charges from one-half of 
1% per month to 14% for a _ twelve 
months’ period. 

Practically every company held electric 
range demonstrations and two-thirds of 
them depended upon the manufacturer 
for assistance in furnishing a demon- 
strator. Twenty-five per cent of the com- 
panies carried on continuous electric 
range activities, while the remainder held 
from 1 to 4 campaigns annually. In 85% 
of the companies, range sales were made 
by regular salesmen while in 20% of the 
companies, sales were made by range spe- 
cialists, the overlap being due to those 
companies which employed both methods. 
Five companies employed part-time range 
salesmen for the most part in connec- 
tion with their regular sales forces. 

Salesmen’s compensation was confined 
to a salary by eleven companies, while 
the majority paid salary, commission and 
bonuses varying from $25 to $125 salary 
a month, plus commissions of 5% to 
15%, and bonuses figured in the main 
on a load building basis. 

In the great majority of cases, the 
range manufacturer tied in with the 
utilities advertising, furnished represen- 
tatives to assist during the activity, 
train the salesmen and conduct cooking 
schools. The majority of companies in- 
cluded wiring cost in the selling price 
of the range, the wiring being done for 
the company by electrical contractors. 
In a number of cases it is indicated that 
the company capitalized these wiring 
costs. 

Only a small percentage of the com- 
pletely non-automatic electric range is 
represented in these territories, approxi- 
mately 53% having automatic oven tem- 
perature control and 40% having both 
automatic time and temperature control. 


Methods of Meeting Competition 
The membership of the Domestic 
Range Committee of the American Gas 
Association has been selected from gas 
companies located in communities where 
electric cooking competition is active. 
Each member of the committee has pre- 
pared an outline of the competitive situa- 
tion in his territory with a summary of 
the sales and advertising methods which 
have been recently utilized with an in- 
dication of the results that have followed 
in meeting this competition. 

Accredited delegates of member gas 
companies may secure copy of this data 
by addressing their request to the Secre- 
tary of the Commercial Section, Associa- 
tion Headquarters. 

Gas range sales per thousand domestic 
gas customers have varied since 1929 
from a high of 117 to a low of 41 and 
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for the year 1933 increased to the figure 
of 49 ranges sold per thousand customers. 
In all probability a normal year’s activ- 
ity would represent approximately 100 
range sales per thousand customers. It 
is evident, therefore, that the sales during 
1933 were only 50% of this normal figure 
and that, in addition, purchases have been 
delayed during the past four years to the 
extent of approximately two million gas 
ranges. 

As will be seen from the list of com- 
panies given, the electric competitive sit- 
uation is still a spotty one, concentrated 
in its high saturations in relatively few 
sections of the country. A two-phase 
action is necessary to meet this situation. 
First, a continued aggressive fight by the 
companies located in these particular 
sections to prevent inroads of electric 
ranges in the areas served with gas. 
Second, a national campaign on the part 
of all gas companies to stimulate early 
purchase on the part of the two million 
customers whose normal purchases have 
clearly been delayed since 1930 and to 
bring about a replacement of all obsolete 
ranges on their lines. 

The Domestic Range Committee urges 
member companies facing keen compe- 
tition to make full use of its services and 
experience on this subject. The com- 
mittee further believes that during the 
next twelve months the American Gas 
Association should sponsor cooperatively 
with the manufacturers of gas ranges a 
national gas range replacement sales con- 
test to stimulate all gas companies to the 
end that obsolete gas ranges may be re- 
placed and increased competition from 
electric ranges and other cooking equip- 
ment may be thus stopped. 

The Domestic Range Committee will 
propose such a contest to the Executive 
Board of the American Gas Association 
at an appropriate time in the near future. 
In the meanwhile, it will be of assistance 
to the committee if representatives of 
each member gas and manufacturer com- 
pany would forward their suggestions to 
the committee as to the time and charac- 
ter of such a contest. With reasonable 
support from gas companies and manu- 
facturers of modern gas ranges, the unit 
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cost of such a contest could be kept ex- 
ceedingly small and still permit the of- 
fering of prizes which would stimulate 
every sales department and salesman in 
doing his part to advance gas ranges and 
gas service as the most modern method 
of cooking. 


Los Angeles Employees 


Retire 


ENTY-two employees of the Los 
Angeles Gas and Electric Corporation, 
with service records up to 44 years, re- 
tired on September 1, in accordance with 
the company’s pension and benefit plan, 
according to an announcement by Addison 
B. Day, president and general manager. 

Oldest in point of service is S. E. Ban- 
gerter who has seen continuous service with 
the company for 44 years. C. A. Bartlett 
has been affiliated for nearly 39 years. 

In appreciation for the part they have 
played in the development of the company, 
Mr. Day said: 

“It has been our policy for many years 
to pension employees by reason of age or 
physical disability after satisfactory periods 
of service. During this time, including the 
22 who retire today, a total of 102 persons 
have received such annuity pensions which 
are guaranteed by a prominent life insur- 
ance company.” 

Mr. Day, himself, who started with the 
company as a gas appliance salesman in 
1895, has a 40-year record of continuous 
service with the Los Angeles Gas and 
Electric Corporation. Rising through the 
ranks, he became president and general 
manager in 1928. 

Including Messrs. Bangerter and Bart- 
lett, those who retired are: J. J. Geiszel, 
A. J. Knox, Frank Maple, R. J. Hanlon, 
C. R. Parsons, T. H. Dunk, Frank Mackel, 
W. W. Smith, B. M. Sawyer, Warren 
Stockwell, J. F. Penn, R. F. Mewmaw, 
Philip Knell, George Hansen, A. B. For- 
man, Edward Green, Robert Rutherford, 
H. C. Werk, Louis La Barca, and Cadmus 
Crabill. 





London Gas Officials Complete U. S. Tour 


HREE officials of The Gas Light and Coke Company of London, England, re- 
cently completed a tour of the United States for the purpose of observing gas 
utility operation in this country. They were Stephen Lacey, controller of gas sales, 
Russell W. Lowman, assistant gas sales manager, and A. P. Ryan, in charge of the 


company’s publicity department. 


These men spent considerable time at Association Headquarters and also visited 
the Laboratory at Cleveland. While in the metropolitan New York area, they met 
various sales executives and made a study of housing conditions as compared with 


London. 


A primary interest was the study of modern domestic gas appliances with the aim 
of securing information and data to stimulate the production of more convenient 
and attractive appliances in their own country. To this end, they purchased a number 
of different makes and representative types of appliances and arranged to have them 


shipped to London for further study. 


Among the cities visited during the tour were: Baltimore, Buffalo, Chicago, 


Cleveland, Rochester, San Francisco, Los Angeles, Seattle and Washington, D. C. 
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DOROTHY E. SHANK, Chairman 


HOME SERVICE COMMITTEE 


JESSIE McQUEEN, Secretary 








Importance 


OME service 
departments 

which have _ used, 
and are using, the 
survey call, class it 
as one of the most 
important, if not 
the most impor- 
tant, of all calls in 
customers’ homes. 

This call is not 
new; it was orig- 
inally planned by 
companies years 
ago to familiarize 
people with the possibilities of gas as a 
cooking fuel and to locate homes where 
coal, wood and oil stoves were used. 
The first of these calls was made by a 
salesman who went from house to house 
and visited with the housewife, telling 
her of the advantages of gas fuel. 

Companies grew and progressed with 
the result that prospects were easier to 
get. The salesman acquired a prospect 
file and was kept busy, so survey calls 
were discontinued by salesmen, although 
they are as productive today as they were 
years ago. True, we do not find many 
wood and coal stoves, but we do locate 
obsolete equipment which amounts to the 
same thing when a replacement order is 
the result. : 

The survey call of yesterday was re- 
ferred to as “pushing door bells." Today 
it is the same call gone Modern. “Sur- 
vey” is a very broad and general term 
but to us in home service work, it means 
to inspect or examine customers’ equip- 
ment, keeping a record of appliances in 
use and those considered obsolete. Last, 
but most important, it means turning in 
prospects. 


Mrs. Shelton 


Objectives 

For years home service workers have 
progressed steadily with four major ob- 
jectives in mind: 

1. Improving customer relations. 

2. Building and retaining the domestic 

load. 

3. Promoting the sale of appliances. 

4. Stimulating the further use of equip- 

ment already installed. 

The first objective and one of great 
importance involves our place in the 
sphere of customer relations. A trained 
home service worker who is well in- 
formed regarding her company’s policies 
can create more good-will than any other 
member of the organization. If questions 
come up concerning rates or other prob- 
lems, which she does not feel qualified to 


By Mrs. Lois C. SHELTON 


Virginia Electric & Power Company, 
Norfolk, Virginia 


answer, the home service department can 
be the clearing house through which such 
questions are handled. Customers raising 
such questions should be directed to the 
proper employee who will endeavor to 
correct diplomatically any complaint or 
misunderstanding. 

More good-will results from locating 
and correcting appliance complaints that 
might otherwise go unnoticed. Personal 
contact again enters the picture. 


Building the Domestic Load 


The second objective—and we are all 
vitally interested in this—is building and 
retaining the domestic load. 

Most women should be refreshed, espe- 
cially the home-body who never attends 
cooking schools or group meetings. The 
only way to catch her is to knock on her 
door and pay her a little visit; present 
her with a bevy of recipes, tested and ap- 
proved, and talk about them in a friendly, 
personal way. If possible, get into her 
kitchen and offer her any reasonable as- 
sistance in cooking problems. 

During such a call a check is made on 
the amount of cooking done and the size 
of the family. The customer is then in- 
troduced to the home service department 
recipe service and invited to visit the 
gas company, or if she is the stay-at-home 
type, another call is made. 

New and attractive tested recipes have 
proven most important and effective when 
distributed on the survey call. If fifty 
attractive recipes, with an average cook- 
ing time of approximately forty minutes, 
are presented at each call—and fifteen of 
these calls can be made easily in one day 
—at the end of the day there will be 
fifteen women Kitchen Conscious. If 
properly met, they will use their new 
recipes and, thereby, add to the total con- 
sumption of gas. It is not expected that 
each customer will use all of these rec- 
ipes, but a check of monthly bills has 
proven conclusively the value of survey 
calls. 

Secretly, the third objective, ‘“Promot- 
ing the Sale of Appliances,” should have 
headed the list but as in many other cases 
the most important thing does not always 
come first. It is sometimes necessary to 
work up to greater things and that is 
just what this call does. Here is an 
example of the method used—‘Good 


of Survey Calls As Sales Aids 


Morning,” “We have a real service to 
offer,” “How can we help you with your 
old equipment?’’, and then “Of course, 
with modern appliances this same amount 
of food could be prepared in much less 
time with greater ease and efficiency’”— 
thus working up to promoting the sale of 
appliances. 

A splendid help on the survey call is 
the combination gas appliance advertis- 
ing and recipe booklet called “The New 
Technique in Kitchen Work,” published 
by the American Gas Association and 
available at reasonabie cost. This book- 
let serves a definite purpose. After enter- 
ing the home and surveying the kitchen, 
a copy of this book should be left wher- 
ever there is a need for new appliances. 
Each time the customer uses a recipe out 
of it she is reminded of the new range, 
refrigerator or water heater. The cost of 
this book would not permit leaving one 
on every call and the home economist 
must judge the advisability of presenting 
them. 

A record kept in the home service 
department of the Virginia Electric & 
Power Company proves that sales are 
made every day as a result of these con- 
tacts. As the report cards are handed in, 
the obsolete equipment is listed according 
to age and make. The cases are watched 
carefully to ascertain the proper time to 
mail broadsides or regulation literature 
and in order for the salesman to make his 
call. By close cooperation between sales 
and home ‘service this work has proven 
most productive. 


Increasing Consumption 

We know from years of experience in 
the merchandising field that a woman can 
make the first contact with greater ease 
and, due to her natural curiosity, get all 
the necessary information needed to com- 
plete the survey. True, home service 
workers will not actually make sales, but 
they scout for them. 

Stimulating the use of old appliances 
or a back-to-the-kitchen movement is our 
fourth objective. 

Again this call brings close contact 
with the customer who buys her bread 
and cake, always serves chops and other 
quickly prepared fried foods, or tells 
you—"Oh I haven’t used my oven twice 
since Christmas because I never bake.” 
What a marvelous opportunity for us to 
have a picture-book story ready. Suggest 
—"fifteen-minute meals,” then—‘half- 
hour dinners’’—on up to—‘that gorgeous 


(Continued on page 371) 
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Greater Use of Hotel and Restaurant 


IHE appearance of October advertise- 

ments will mark the end of the second 
three months’ advertising being sponsored 
nationally by the Hotel and Restaurant Com- 
mittee of the Industrial Gas Section. The 
accompanying illustration is the sixth in 
this series of advertisements. It will appear 
in the October issues of Hotel Management, 
Restaurant Management and American 
Restaurant. 

The purpose of these advertisements is 
to present to the readers of the leading 
publications in the hotel and restaurant 
field these four important facts: 


1. Modern gas service cuts cooking costs 
and improves service. 

2. Results in kitchens everywhere prove 
this beyond question. 

3. A survey of the readers’ kitchens may 
disclose similar savings for them. 

4. A survey of the equipment in use 
will be made without cost or obliga- 
tion. 


It is suggested by the committee that 
these advertisements make good mailing 
pieces and should be utilized as such by 
gas companies. Reprints can be supplied at 
$1.50 per hundred without imprints. If the 
company’s name is imprinted in place of 
the American Gas Association signature, 
cost will be $7.50 per hundred for the 
first hundred and $1.50 for each additional 
hundred. 

In an announcement to the industry, the 
committee makes the following recom- 
mendations for the use of these advertise- 
ments. 

Use reprints of these advertisements as 
mailing pieces or as enclosures in a series 
of letters to the hotels, restaurants and 
other commercial kitchens in the area 
served. Inform these operators of the results 
that have been obtained in kitchens that 
have been modernized with up-to-date in- 
sulated, heat-controlled gas equipment. 

Offer them a cost cutting survey to show 
in advance what a change to modern gas 
equipment will accomplish. Show them that 
the cost of modern gas equipment is small 
compared with the definite dollars and cents 
benefits to be derived therefrom. Invite 
them into display rooms or into modernized 
kitchens to see new appliances in operation. 

Run these advertisements in local or 
regional hotel and restaurant publications. 
Following is a list of the better known 
publications of this type: Hotel and Restau- 
rant News, Boston, Mass. (Official organ 
of the New England Hotel Association) ; 





Advertising Urged 





e Down goes cost and up goes service when cooking For Example 
equipment is modernized. Gas appliances with insu- 
lation and automatic heat control are today demon- 
strating their all ’round advantages in actual use. 
Leading hotels and restaurants report that they are 
saving not only on fuel but in other important ways. 
Meat shrinkage is greatly reduced, more servings 
obtained per roast. Quality is raised to a new level of 
uniformity. Working conditions are improved. Service 





SAVINGS IN EXCESS OF 25%, 


is quickened. Chef warm in his praise of 
these modern cooking devices. 
Phone your Gas Company —Parker House, Boston 


for a Cooking-Cost Survey 
Just what will modern gas equipment do for you? To 
what extent will it cut your costs. In what ways will 
it improve your service? 

Get the answers to these questions without delay. 
Call up your gas company. Ask for a cooking-cost 
engineer. He will come to your kitchen, study your 
needs, and then give you a definite report in writing. No KITCHEN 15° TO 20° COOLS 





° P . New gas equipment will pay 
charge or obligation of any kind—and no guesswork. for itself in 18 months. 





—Rosoff’s, New York 


Your gas company can tell 
you what modern gas 
equipment is doing in 
kitchens in your vicinity... 
ask them. 





Reproduction of advertisement which will appear in October issues of hotel and restaurant 


trade papers 


Midwest Hotel Reporter, Omaha, Neb.; itan section) ; Modern Restaurant, Chicago, 
Tavern Talk, Kansas City, Mo.; Texas Ill. (Official organ of the Chicago Associa- 
Hotel News, San Antonio, Texas; Southern tion of Restaurateurs); The Restaurant 
Hotel Journal, Atlanta, Ga. (Official or- Man, New York, N. Y. : 

gan of the Southern Hotel Association) ; Electrotypes of the complete advertise 
Food and Service, Chicago, Ill. (Metropol- ments will be supplied at cost. 
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Supplementary Industrial Bibliography 


GENERAL DATA—A 
Furnace and Burner Design A-5 
Amer. Gas Assoc. 


EES Industrial gas burner design 
and application ......... June 1934 p. 188 
Amer. Gas Assoc. 
RS ac asap ted New graphical method of de- 
termining flue losses from 
industrial furnaces ...... June 1934 p. 194 


Heat Treating 
and Forging. .Insulating firebrick applica- 
NN bos: vc a bo Wipe dar ota eee Aug. 1934 p. 403 


(Fuel savings with light weight, 
low thermal capacity brick.) 


Transactions of 
the A.S.M....Heat transfer rates in fuel- 
ee erry ere Aug. 1934 p. 673 


(Heat transmission coefficients 
from actual furnace  installa- 
tions.) 


Heat Transfer A-7 


Chem. & Met. 
Engineering .Developments in heat trans- 
fer with organic compoundsJune 1934 pp. 309 


Temperature Measurement A-9 


Industrial Gas. .Temperature and its measure- 
MONE ie 4s.4.50.2 )0 Banos ote July 1934 p. 7 


Heating Liquids A-12 
Chem. & Met. 
Engineering .Submerged combustion attacks 
difficult heating and evapo- 
rating problems.......... June 1934 _ p. 301 


Miscellaneous A-14 


Gas - 
Age-Record ..Grand Rapids pioneers gas 
flood lighting............ July 7, °34 p. 7 
Gas 
Age-Record ..Gas_ flood lighting comes 
FRPP E TA ee AE July 14, °34 p. 31 


Industrial Gas..A crematory modernizes its 
CUMPDMIONE 0.56 ox Cetiewn sis Aug. 1934 p. 8 


HEAT TREATMENT OF FERROUS METALS-—B 


Annealing B-3 
Transactions of 
the A.S.M...Bright annealing of steel in 
mixed gas atmospheres....July 1934 op. 605 


Case Hardening B-5 


Metal Progress.Gas carburizing—a discussion 
of shop practices........ July 1934 ip. 22 


(Fundamental requirements of 
uniform temperature and proper 
carburizing gas are discussed.) 


Lead Hardening B-10 
Transactions of 
the A.S.M. ..Quenching steel in hot lead. .Aug. 1934p. 737 
(Mechanical properties of 0.34 
and 0.49 per cent carbon steels 
lead hardened compared with 


those obtained by quenching and 
tempering.) 


HEAT TREATMENT OF NON-FERROUS METALS—C 
Copper C-1 
Industrial Gas..A new combustion device 
yields big production sav- 
EE Pe Se Apr. 1934 p. 19 


(Continuous copper billet heat- 
ing furnace fired with natural 
gas diffusion burners.) 


METAL MELTING—D 
Brass D-1 


ison Age...... Pouring temperature in cast- 
i TO PENNS rk ek i ans Aug. 9, 34 p. 17 


(Abstract of U. S. Bureau of 
Standards research work.) 


Stereotype D-2 
Industrial Gas..A newspaper saves money...Apr. 1934 p. 7 


(Equipment modernization cuts 
fuel consumption of gas-operated 
stereotype pots by fifty per cent.) 


Industrial Gas..How a newspaper cut stereo- 
type melting costs 75 per 
OOO) Siege cs 6 oirss cee ae May 1934 p. 11 


Galvanizing D-3 


a ere New method of galvanizing 
affords uniform coating...Aug. 27, '34 p. 40 


(Steel wire subjected to con- 
trolled flame which smooths and 
evenly distributes the zinc coat- 
ing.) 


Iron and Steel D-12 


Industrial Gas. .Making open-hearth steel with 
BONNE BEE SSS 5a eka see July 1934 p. 19 


(Desirable features of the gas 
application. Design of ports and 
burners.) 


Miscellaneous D-13 


Industrial Gas. . Making open-hearth steel with 
poe | ey |” apenas op sea Aug. 1934p. 19 


(Features of regenerator design, 
insulation and furnace control 
peculiar to natural gas firing.) 


INDUSTRIAL STEAM APPLICATIONS—E 


Industrial Boilers E-1 
Amer. Gas Assoc. 
ree Sales Experiences........... Sept. 1934 p. 305 


(Competitive fuel costs and 
sales points for 14 boiler instal- 
lations.) 


WHOLESALE BAKING—F 


Miscellaneous F-4 


Amer. Gas Assoc. 
(ae ress ee Competitive situation in the 
baking © fitld . i sac sce June 1934p. 210 


HOTELS AND RESTAURANTS—H 


Amer. Gas Assoc. 
poe pees: Modern gas kitchen at U. S. 
Military Academy........ June 1934 p. 213 
























Hotel Manage- 
SE is eases How to reduce fuel costs. ...May 1934 
(Simple operating precautions 
for economy in the kitchen. Dis- 
cussion on gas saving devices.) 


p. 419 


Outfitter ...... How to use gas equipment 
ae are Pe May 1934 


p. 40 
LOW-TEMPERATURE BAKING AND DRYING—I 
Core Baking I-1 
Foundry ...... Humidity affects core strengthJuly 1934 p. 14 acy 


(Cores lose strength when stand- 
ing in closed mold.) 


Bulletin of Amer. 
Ceramic So- 


Industrial Gas..Uniformity in foundry cores 
ee eee May 1934 p. 7 


CERAMICS—J 
Pottery, Chinaware, etc. ]-5 


Ceramic Age...Circular kilns and operations 
plant of C. C. Thompson 
BE. 6c hana oreacws May 1934 p. 133 
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Ceramic Age...New circular tunnel kiln at 
Harker pottery.......... July 1934 p. 7 


Industrial Gas. .Gas-fired pottery kilns reduce 
fuel costs 75 per cent....July 1934 p. 15 


(Circular tunnel-type and car- 
type kilns installed.) 


Terra Cotta J-6 


sneer New principles of tunnel kiln 
design applied in a kiln for 
architectural terra cotta...Aug. 1934 p. 196 


(Problems of sulfur removal and 
controlled cooling discussed.) 


TEXTILE INDUSTRY—K 


Industrial Gas. .Wet processing in a modern 
Oe NE a4 cans ode Apr. 1934 p. 10 


(Time for drying “front pads” 
for suits reduced to one hour.) 











New Gas Coffee Roaster 


Developed 





| 


NE of the first new developments in 

the commercial processing of coffee 
which has appeared over a period of years, 
is the introduction of the Thermalo coffee 
roaster by Jabez Burns & Sons Inc., New 
York City. This roaster utilizes a new 
method of heat treatment and is the result 
of intensive investigation and research. 

A laboratory study was made in which 
it was discovered that the coffee bean could 
be roasted to a uniform color, from center 
to surface, without baking if the tempera- 
ture of the heating medium could be dras- 


a 
—_ 





| a a 


tically reduced without increasing the time 
required to complete a roast. 

Since the temperature of the heating 
medium had to be reduced, it was obviously 
necessary to increase the quantity of the 
medium that would pass through the mass 
of coffee within the limited time—so that 
the full quota of heat units would be sup- 
plied. 

This was accomplished in the Thermalo 
gas roaster, by forcing the heated gases 


more rapidly through the cylinder; that is, | 


by passing a greater volume per minute 





through the coffee to compensate for the 
lower temperature. 

If this draft were drawn in from the 
room and blown out through the roof, 
the wasted heat would increase the cost of 
roasting. Therefore, the gases are returned 
to the burner chamber, after removing all 
chaff, and recirculated through a closed 
system—"“bleeding off’ through an outlet 
pipe only the excess, equal to the vapors 
given off by the coffee and those produced 
by combustion at the burner. 

As soon as it is liberated, chaff is re- 
moved from the roasting cylinder through 
the cylinder perforations and through a 
special suction opening in the front head. 
The low roasting temperature is not suf- 
ficient to char this chaff in the cylinder and 
it is separated by a new type of cyclone 
collector before the roaster gases are re- 
turned to the burner chamber. 

The Thermalo roaster consists of a per- 
forated roasting cylinder, substantially like 
that of existing machines, except that the 
burner is placed in a separate chamber be- 
hind the roaster. The cylinder is com- 
pletely enclosed in an insulated metal jacket 
and suction openings for the recirculating 
system are provided along the bottom of 
the jacket and at the front head. 

The heating medium, tempered to the 
proper degree in the burner chamber by 
mixture with the relatively cooler gases 
returned by recirculation, enters the center 
of the roasting cylinder at the back. Suit- 
able means are provided to control the 


* rate or circulation—and hence the tempera- 


ture within the cylinder—and to permit the 
escape of excess gases. 

The fan, ducts and chaff collector in the 
recirculating system are compactly arranged 
and fully insulated. Since the collector, to 
be practical, must be set close to the roaster 
and must be very much smaller than those 
now employed, a new type of cyclone separa- 
tor was developed for this purpose. 
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Gas lamps above the display windows of 
the Grand Rapids Gas Light Co., Grand 
Rapids, Mich. 


E outstanding feature of the June 
meeting of Michigan gas men was the 
flood lighting of the Grand Rapids Gas 
Light Company's office building. Fifteen 
thousand candle power of light dwarfed 
into insignficance the ordinary street illu- 
mination and made the building the center 
of attraction in that part of the city. 

It was the first public display of the 
new Humphrey super power gas lamps 
and marked the entrance of the American 
gas industry into a promising field of 
commercial activity. 

Flood lighting is essentially long-hour 
business; it appeals to those in position to 
profit by the brilliant display of their loca- 
tions far into the night. Its cost is not 
measured grudgingly, but in terms of ad- 
vertising value. 

It is not given to all to occupy the most 
prominent corner, and they who do pay 
handsomely for the privilege. But flood 
lighting will bring into prominence any 
site along the trade arteries of a city. Sell 
publicity value in all approaches to the 
Prospect. 

Electric flood lighting because of the 
glaring intensity of the fine filaments of 
the lamps is unpleasant unless deeply 


By Mor.an J. GRANDBOIS 
General Gas Light Co., Kalamazoo, Mich. 


shaded. Placing of the lighting units is 
often much of a task, frequently space 
must be rented on which to install the 
system. 

To our mind, there is added value where 
the flood of light may extend into the 
street as well as upon the building. Espe- 
cially is this true in attracting the attention 
of fast-moving automobile riders. With the 
roadway showing no unusual appearance, 
there is apt to be just a flash of brightness 
that makes no impression, but no one misses 
the location that shines its brilliance equally 
upon the pavement. 

The gas lamps radiating light from a 
relatively large incandescent surface are not 
trying to the eyes and require no shading. 
The effect is that of pleasant, bright sun- 
shine. 

Unbiased tests by the Electrical Testing 
Laboratories of New York City show an 
illumination of 3750 candles along the 60° 
angle above perpendicular. This is an 
ideal distribution for general display effect. 

Production having been limited, no gen- 
eral sales effort has been made by the manu- 
facturers. The demand created by word of 
praise sent one gas man by another has 
taken the output. Entering an entirely 


Gas Flood Lighting 


new field, it has been considered wise to 
let consumer. reaction manifest itself with- 
out pressure to induce sales. 

The recommendation to all inquiring gas 
companies has been that they flood light 
their own premises first. 

In Battle Creek, Michigan, a Saturday 
night initial display at the Gas Building 
brought an immediate order to flood light 
a gas service station. The story of this 
development is most interesting. “Gas 
Alley” was the first job; two 3000 candle 
power lamps were installed and are oper- 
ated all night. Business increased and 
“Gas Alley” is distinctly on the map. 

Five lamps were placed on a larger 
station having frontage on two streets. So 
impressive was this installation that the 
manager of the largest accessory and tire 
store in the city promptly called on the gas 
company and placed an order for lamps. 

From another station with two lamps, a 
15% increase in business is reported. This 
job especially pleases the neighbors across 
the street, who now read their newspaper 
by the station’s light. The proprietor fig- 
ures that his cost for gas will be about 
$20 per month; electricity for pumps, etc., 
$3. His all-electric bill has been around 
$24 per month. At practically the same 
cost, the lighting has been doubled; this 
extra light brought the 15% increase in 
sales. 





The Peoples Gas Light & Coke Co., Larabee St. Office, Chicago, Ill. 
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Mioco Service Station, Kalamazoo, Mich. 


For the combination gas and electric 
company, it will be good reading that the 
gas flood lighting of a service station in 
another city brought a prompt demand 
from a neighboring station a block distant 
for almost double wattage in electric lamps. 

The flood lighting of the entrance to the 
Gas Industry Building at the Century of 
Progress Fair in Chicago is attracting most 
favorable notice. The Peoples Gas Light & 
Coke Co., of Chicago, wishing a more 
permanent exhibit, have just made a hand- 
some installation at their Larrabee Street 
offices on the North Side; others will prob- 
ably follow. 

Lighting is preeminently a self-nourish- 
ing thing, it grows by its own effect. What 
was brilliant itself but a few years ago is 
commonplace today. Alert business men 
jump at the chance to make their places 
distinctive. The new gas lamps will in- 
terest them. 

Already plans are being worked out for 
rental systems to cover use and servicing 
of the flood lighting, and as a long-hour, 
off-peak load special rates are under study. 

Electricity has profited much by its spec- 
tacular appeal to the public; gas can now 
go several paces ahead with its startlingly 
compelling bursts of brilliance. 

Just as an advertising force for our own 
business, the flood lighting alone of gas 
buildings offers tremendous opportunity. 

The up-to-date service that gas renders 
can be brought out most convincingly in 
the light of this last-minute development 
of a progressive industry. 

Beyond and away from our own house- 
holds, there is a big load ahead in the 
general commercial field. This is clearly 
established by the success attending the 
introduction of high power gas lighting in 
the limited area to which it has been of- 
fered. 

Study the photographs, note how prom- 
inently the various places stand out from 
the surrounding darkness. Pictures tell 
the story. 


No effort has been made to go into tech- 
nical details in this article; the manufac- 
turers will gladly supply full information. 


Norge Buys Detroit Vapor 
Stove 


Spee assets of the Detroit Vapor Stove 
Company and its subsidiary, situated 
in Detroit, Mich., have been sold to the 
Norge Corporation, Detroit, for $600,000, 
according to a recent announcement by 
H. H. Whittingham, secretary of the Norge 
Corporation. : 

Norge is assuming all liabilities except- 
ing all Federal income tax liability of the 
company and its subsidiary, and the obliga- 
tion of the principal amount and accrued 
and unpaid interest of the so-called credi- 
tor’s extension notes. 


Pittsburgh House Heating 
Campaign 
QUITABLE GAS COMPANY, Pitts- 
burgh, is cooperating with other gas 
companies in the Pittsburgh district in a 
major gas conversion burner house heat- 
ing campaign which started July 16 and 
will continue until November 1. The com- 
pany will contact a selected list of 15,000 
gas house heating prospects. 

An extensive newspaper advertising, 
radio and direct mail promotional cam- 
paign has been launched, featuring espe- 
cially a nine months’ demonstration trial 
offer under a $2 a month rental plan 
which will precede a lease purchase con- 
tract for the equipment. 

Equitable Gas Company plans to use 
100,000 mailing pieces to circularize its 
customers, telling of the advantages of 
heating with gas. Special displays will be 
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erected in the main office building and at 
various other points on property of the 
Philadelphia Company system to increase 
support of employees and obtain public in- 
terest. 

Cooperation is being extended to all 
heating contractors, department stores, ap- 
pliance stores and other sales outlets in the 
Pittsburgh district which may become in- 
terested in the sale of conversion burner 
equipment. 


Visitors to Cleveland 
Laboratory 


During the past few weeks the Test- 
ing Laboratory in Cleveland has been 
host to prominent gas engineers from Eng- 
land, Japan, and Roumania, as well as to 
a number representing various companies in 
the United States. 

Stephen Lacey and Russell W. Lowman, 
controller of gas sales and assistant gas 
sales manager, respectively, of The Gas 
Light & Coke Company, London, England, 
spent considerable time at the Laboratory 
in August, reviewing the work carried on 
there and studying the procedure and effects 
of the certification program. 

It is interesting to note that while dele- 
gates from many foreign countries, includ- 
ing England, Germany, Poland, Roumania, 
Italy, China, Australia, and Japan, have 
visited the Association’s Laboratories during 
the past year, probably more of these have 
been from the latter country than from all 
the others combined. 

A few weeks ago Eugene Guman, techni- 
cal director, Societatea Nationale de Gaz 
Metan, Medias, Roumania, made an exten- 
sive inspection tour of the United States, 
studying natural gas production and utiliza- 
tion practices, stopping for several days in 
Cleveland to inspect the Testing Laboratory. 

Among the educators who have called 
at the Laboratory recently to secure first- 
hand information concerning its activities 
are, C. M. Young, professor of mining 
engineering, University of Kansas, Law- 
rence, Kansas and R. L. Peurifoy, professor, 
Texas College of Arts and Industries, Kings- 
ville, Texas. The Texas College of Arts 
and Industries is contemplating the pres- 
entation of a course in gas engineering, 
consequently, Professor Peurifoy was espe- 
cially interested in the work carried on by 
the Association’s Laboratories in Cleveland 
and Los Angeles. 

Many appliance manufacturers and utility 
company representatives visit the Cleveland 
and Los Angeles Laboratories each month. 
Usually one or more manufacturer repre- 


-sentatives are at the Laboratory making 


changes in, or preliminary tests on, their 
appliances in connection with approval tests. 
Among the utility company engineers to 
call at the Cleveland Laboratory in August, 
was D. R. Bayers of the Minneapolis Gas 
Light Company, Minneapolis, Minnesota. 
Mr. Bayers spent approximately a week at 
the Laboratory securing data regarding ap- 
pliance adjustments and the effects of vati- 
ous gas rates on appliance performance. 
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Appliance and Equipment Developments 


New Conversion Burner 

The Surface Combustion Corporation, 
Toledo, Ohio, recently announced the 
marketing of a conversion burner featur- 
ing attractiveness and simplicity. The 
control mechanism has been simplified 
in such a manner as to improve the gen- 
eral appearance of the burner and also to 
eliminate piping previously used. The 
Janitrol burner has an electrical lighter, 
obviating the necessity for an open flame 
to light the pilot. According to the man- 
ufacturers, noise reduction has been 
achieved by redesigning the burner heads. 





Welding Blowpipe Head 

The Linde Air Products Company, 30 
East 42nd Street, New York, N. Y., has 
announced a new Miulti-Flame Linde- 
welding Head consisting of a chromium- 
plated stem and tip for use with certain 
standard blowpipes. Its design is a radi- 
cal departure from previous styles in that 
the tip provides three flames: a main 
welding flame in the usual position, and 
two smaller auxiliary flames so positioned 
as to preheat both edges of the vee ahead 
of the advancing puddle. 

The Linde Company is featuring a 
demonstration of this new technique of 
welding in an exhibit at the National 
Metals Exposition to be held in New 
York, during the week of October 1. 





R-S Products Corp. 


The R-S Products Corporation has com-. 
pleted the purchase of all of the assets 
of patent rights, good will, etc., of Ryan, 
Scully & Company, according to an an- 
nouncement by F. J. Ryan, president. The 
purchase was the result of an initial step 
taken a year ago when this corporation 
entered into a contract to take over the 
organization and control of Ryan, Scully 
& Company. 

The engineering department of the com- 
pany, which was previously under the 
direction of G. F. Beach, deceased, previ- 
ous chief engineer of Ryan, Scully & 
Company, is now under the direction of 
J. A. Ehlinger, who was Mr. Beach's 
direct understudy and assistant for many 
years. 





PEMCO Personnel Changes 


Karl Tiirk has been elected president 
of The Porcelain Enamel & Manufactur- 
ing Co. of Baltimore, according to an 
announcement by the board of directors. 
The Tiirk brothers founded the company, 
and also its predecessor some twenty-four 
years ago. Recently Heinrich Tiirk, due 
to ill health, retired as chairman of the 
board and president. W. Graham Boyce, 
associated with the company for the last 
seventeen years as secretary and treasurer, 
was elected to the office of chairman of 
the board. 





Contributions of news items by 
manufacturers of gas appliances 
and equipment to this department 
will be welcomed by The A. G. A. 
Monthly. On account of space 
limitations, all announcements of 
mew products, improvements, etc., 
should be limited to about 100 
words. No attempt will be made 
to describe each product or give 
details of construction. For such 
details address the manufacturer 
direct. Where justified, photo- 
gtaphs will be used to illustrate 
these brief items. All contribu- 
tions to this department should be 
addressed to C. W. Berghorn, Sec- 
retary, Manufacturers’ Section, 
American Association, 420 
Lexington Ave., New York, N. Y. 











Centrifugal Compressors and Exhausters 


A recent addition to the line of centrif- 
ugal compressors and exhausters built 
by the Roots-Connersville Blower Corp. 
of Connersville, Ind., is the single-stage 
Type OIB unit. In this design, the ma- 
chines have their own shafts and bearings 
and are suitable for direct connection to 
standard electric motors or steam tur- 
bines, without special shaft extensions. 
They are also adaptable to V-belt or flat 
belt drive. 

Impellers are furnished in aluminum or 
carbon steel in the standard construction, 
but special alloys can be supplied where 
conditions require. Open-type impellers 
are used in the smaller sizes, with closed 
type for larger machines. Each impeller 
is designed to meet specified require- 
ments. 





Dual-Thermoray Heater 


A new line of heaters, featuring the 
Dual-Thermoray, has been introduced by 
F. O. Schoedinger. The Low-Boy Model 
is a combination radiant and circulating 
heater in which the Thermoray burner 
principle is employed. It is adaptable 
for use in the home, office, store or shop. 

The design is semi-modernistic, with 
chrome-plated grilles in the front and 
two side openings. The arched design, 
according to the manufacturer, gives 
rigidity and offers almost 100 per cent 
free opening for the flow of heat from 
the burners. The finish is grained wal- 
nut, with sliding doors in burled walnut, 
all vitreous porcelain enamel. When 
radiant heat is desired, the doors slide 
completely out of sight. 





Chase Retires from Worthington 


Henry M. Chase, who entered the en- 
gineering department of the Holyoke 


Works of the Worthington Pump and 
Machinery Corporation (then the Deane 
Steam Pump Co.) on June 17, 1891, and, 
with the exception of about one year 
spent with the De La Vergne Mfg. Co., 
continuously identified with Worthing- 
ton, has retired. First as detail drafts- 
man, then as designer, field and shop test 
engineer, research engineer, estimator, 
chief draftsman, chief engineer and con- 
sulting engineer, he covered practically 
the whole line of Holyoke Works prod- 
ucts. 

Mr. Chase invented and patented a 
number of improvements in pumping 
machinery among which were the present 
type automatic Duoplex direct-acting 
steam pump, the multicapacity triplex 
power pump, the Deane air pump with 
mechanically operated bucket valves, etc. 
The greater part of his inventive work, 
however, has been in improvements and 
refinements on existing products for which 
no patents were issued, but which have ad- 
vanced the status of steam and power 
pumping machinery. 


Safety Gas Cock 


The Inland Safety Gas Cock has a 
positive sequence of actions. Gas to the 
pilot must be turned on first, then a 
second operation must be made before 
gas can be turned into the burner. It is 
impossible to use the lighter with gas 
passing to the burner. This device is 
manufactured by the A. Y. McDonald 
Mfg. Co., Dubuque, Ia., and distributed 
by the Inland Mfg. Co., Chicago. 

All gas is controlled by the one cock. 
In the closed position, the burner, pilot 
and lighter are off. In the start posi- 
tion, only the pilot and lighter are on. 
In the open position, the pilot and burner 
are on. The cock assists the customer 
in lighting and makes it impossible to 
choke the flow of gas to the pilot. The 
cock is locked in the start and open 
positions, preventing inadvertent move- 
ment of the lever handle. 


Air Conditioning System 

The Security Stove & Manufacturing 
Company, 1630 Oakland Ave., Kansas 
City, Mo., has announced the manufac- 
ture of an air conditioning system, known 
as the Forced-Air Security Gas Furnace 
System. According to the manufacturer, 
this system completely conditions the air 
by: Warming it to the proper tempera- 
ture in winter; furnishing moisture to 
properly humidify the air; filtering out 
dirt, dust, bacteria and foreign matter; 
providing cooling circulation of air in 
summer. 
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COMPARATIVE DATA ON THE MANUFACTURED AND NATURAL GAS INDUSTRY FOF THE MONTH OF JULY 





Month of July Seven Months Ending July 31 
Per Cent Per Cent 
1934 1933 Change 1934 1933 Change 
Customers 
Domestic (Including House Heating)........ 14,699,400 14,341,400 + 2.5 
Industrial and Commercial................+5 731,500 714,600 + 2.4 See July 
MEE 6065 60s cbCaedeakecaeanceFivekavcces 15,430,900 15,056,000 + 2.5 
Revenue (Dollars) 
Domestic (Including House Heating)........ 32,732,000 33,162,400 — 1.3 314,754,300 316,735,200 — 06 
Industrial and Commercial................-. 13,562,500 12,580,300 + 7.8 110,237,500 96,481,800 +143 
ER oka n cued cd aes Cee meat eka ead s 46,294,500 45,742,700 + 1.2 424,991,800 413,217,000 + 2.8 


COMPARATIVE DATA ON THE MANUFACTURED GAS INDUSTRY FOR THE MONTH OF JULY 


Customers 
DEG vc ccdeued edd cdma dendebhseseatae 9,457,300 9,320,500 + 1.5 
NN oes ois cipeuabsheos sons ; 86,800 43,700 +98.6 
Industrial and Commercial.................. 441,400 436,800 + 1.1 See July 
NE: <i Can oa Shee hoes aakaeens 50 10,500 8,400 ae 
ME ivaiasyis tudkbansusdatevudtanias ote 9,996,000 9,809,400 + 1.9 
Gas Sales (MCF) 
ee eae tae ane eka ekded 18,021,000 18,449,200 — 2.3 143,339,600 144,340,900 — 0.7 
SE DE ea tine twa ka meseuewes ose 317,300 . 206,200 -+53.9 se 19,982,900 13,380,300 +493 
Industrial and Commercial.................. 6,846,000 6,022,700 -+13.7 51,855,700 42,667,200 +21.5 
ID as iene tin a ehln heels eS 173,700 132,200 — 1,281,700 1,211,100 —_ 
ek vin sack tae ek Milelwaseeronkedian 25,358,000 24,810,300 + 2.2 216,459,900 201,599,500 +74 
Revenue (Dollars) 
NG sok 'diu Gas Pa Oak ROMS TER ee ambos we 22,638,600 23,116,700 — 2.1 173,956,700 176,539,900 — 15 
MORIN a cg actinic seb ne cd UKeenwt 289,200 185,100 -+56.2 13,043,800 9,617,900 +35.6 
Industrial and Commercial.................. 5,164,900 5,026,800 -+ 2.7 40,083,000 37,808,200 + 6.0 
EOE ee RE EE a 103,700 100,800 a 895,300 925,400 = 
ME Eb icse hk et haba peed ealeascande kas 28,196,400 28,429,400 — 08 227,978,800 224,891,400 +14 





COMPARATIVE DATA ON THE NATURAL GAS INDUSTRY FOR THE MONTH OF JULY 
















Customers 
Domestic (Including House Heating)........ 5,155,300 4,977,200 + 3.6 
CNL kn cc pac R6v 00d cs eetdanewewss sis 255,000 246,300 + 3.5 
| SERIES Sa Sa SR eh EN 22,800 21,600 + 5.6 See July 
PE cn bas Kucebestie sages sees, 1,800 1,500 _ 
PA Senet ce censcrdenwhawasGseeaeeckiecs 5,434,900 5,246,600 + 









Gas Sales (MCF) 








Domestic (Including House Heating)........ 11,255,700 11,227,600 + 0.3 192,778,100 194,841,000 — 11 
ND (ogc ak vis Sica ea Ske Re RASS in 2,406,100 2,267,800 + 6.1 35,967,700 34,510,300 + 42 
Industrial Nudes 6Ssnew DAS SO Chee ees 6 acs 44,458,600 38,652,600 -+15.0 324,717,500 255,642,500 +27.0 
NONE: 6. dc cdine wid calhs Kets Recess 994,700 547,500 aioe 7,108,600 4,615,900 — 
T Piped: se Sea Raa eRe bas datk saws 59,115,100 52,695,500 +12.2 560,571,900 489,609,700 +145 













Revenue (Dollars) 







Domestic ( Including House Heating) oe kn 9,804,200 9,860,600 — 0.6 127,753,800 130,577,400 — 22 
ie A FAIRE oa Hi is 1,259,900 1,191,300 + 5.8 16,139,100 15,720,300 + 27 
ETS Se RA Sy ey 6,875,500 6,167,700 -+11.5 51,961,900 41,199,300 +261 
NS 54.8. cedures ch ween wewna vedas 158,500 93,700 — 1,158,200 828,600 _ 

MUN Gk eck 4 0's Kn eo er ee ee ints 18,098,100 17,313,300 + 4.5 197,013,000 188,325,600 os 46 
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July Gas Revenues up 
1.2 Per Cent 


ANUFACTURED and natural gas 

companies reported revenues of 
$46,294,500 for July 1934, as compared 
with $45,742,700 in July 1933, an increase 
of 1.2 per cent. 

Revenues of the manufactured gas in- 
dustry aggregated $28,196,400 for the 
month, and those of the natural gas indus- 
try totaled $18,098,100. 

Sales of manufactured gas in July for 
domestic uses were 2.3 per cent below the 
preceding year. Sales to industrial-com- 
mercial users however registered some in- 
crease, manufactured gas companies report- 
ing a gain of 13.7 per cent in this class of 
business. 

For the seven months ending July 31 
manufactured and natural gas revenues 
aggregated $424,991,800, an increase of 2.8 
per cent over the first seven months of 1933. 
Revenues from domestic consumers were 


unchanged for the period. 


GAS MEN READY FOR CONVEN- 
TION AND EXHIBITION 
(Continued from page 333) 


FIRST TECHNICAL SESSION 


TUESDAY, OCTOBER 30 
2 P.M. 
Ambassador Hotel 


Remarks of Chairman 


O. S. HAGERMAN, American Light & 
Traction Co., Chicago, Il. 


Report of Nominating Committee 


J. A. Perry, The United Gas Improve- 
ment Co., Philadelphia, Pa. 


New Meter Repair Shop 


C. H. Stevicx, Consolidated Gas Co. 
of N. Y., New York, N. Y. 


Review of Work on Pipe Coatings and 
Corrosion for 1934 


Dr. Scott Ewinc, A. G. A. Research 
Associate. 


Purging 


S. S. Tomxins, Consolidated Gas Co. 
of New York, New York, N. Y. 


Review of Developments in Distribu- 
tion 
H. W. Battin, The United Gas Im- 
provement Co., Philadelphia, Pa. 


Features of Heavy Oil Operation— 
Citizens Works—The Brooklyn 
Union Gas Company 


F. B. Parke, The Brooklyn Union 
Gas Co., Brooklyn, N. Y. 


SECOND TECHNICAL SESSION 


WEDNESDAY, OCTOBER 31 
2 P.M. 
Ambassador Hotel 


To the Customer—You Are the Gas 
Company 
I. K. Peck, Boston Consolidated Gas 
Co., Boston, Mass. 
Review of Developments in Gas Pro- 
duction 


J. V. Posties, The Philadelphia Gas 
Works Co., Philadelphia, Pa. 


The Gum Problem 


W. H. FuLweiLer, The United Gas 
Improvement Co., Philadelphia, Pa. 


Gas Analysis in a Study of Water Gas 
Operations 
L. J. Wiuien, Byllesby Engineering 
and Management Corp., Chicago, Ill. 
Summary of Activities of the Chemical 
Committee 


E. F. POHLMANN, The Peoples Gas 
Light & Coke Co., Chicago, IIl. 


NEW NATURAL GAS COURSE— 
HOW AND WHY IT WAS PREPARED 
(Continued from page 343) 

The University does have a financial 
interest, but not with the idea of 
making money. We hope that there 
will be no loss, and the cost has been 
figured as closely as possible in order 
to prevent one. But the work is under- 
taken as a proper part of the educa- 
tional function of the school, with the 
hope that it will do good. 

This sketch is intended to show why 
and how the text was prepared. Briefly, 
it was at the request of the American 
Gas Association. In the course of the 
work, every resource of that organiza- 
tion was drawn upon, and the help 
given by individuals was given because 
the work was sponsored by the Asso- 
ciation. 


IMPORTANCE OF SURVEY CALLS 
AS SALES AIDS 


(Continued from page 363) 


roast,” or “pastries that please,’—thus 
giving to the woman whom you know 
“won't buy now” a service she cannot 
ignore. Again leave behind a copy of 
“The New Technique.” When stormy 
weather comes along, use your time to 
call these customers on the phone, and 
have little chats about their luck and new 
recipes they have just tried. 

If possible, there should be a special 
girl for this survey work. If not, part 
of one girl’s time can be given to it, 
as for example, when ‘Home Calls and 
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Re-calls are up to the minute, extra time 
can be used for survey work. Names 
and addresses should be procured from 
the Consumers’ Accounting Department 
and also their average monthly bills, so 
a later check can be made as to the 
value of this call in connection with load 
building. 

My check has proven that 85 per cent 
of the cooking is done on the surface of 
the range and when oven cooking, oven 
breakfasts and roasting, in place of fry- 
ing, are suggested and eventually carried 
out, an additional eight to ten per cent 
per customer on the monthly bill is the 
result. Mrs. Consumer is prepared to 
expect this because during the survey, 
points are brought out which prove that 
careful buying and scientific cooking will 
reduce grocery and meat bills to a sur- 
prising degree with a few additional 
cents added to the gas bill. 


Summary 

In short, through the survey call we 

should strive toward: 

A. Good-will which will bring more 
and bigger sales. 

B. Building and retaining the domestic 
load. This is done if we emphasize 
the movements, All-Gas Kitchen 
and Heat Your Home with Gas. 

C. Promoting the sale of appliances by 
personal contact with ten to twenty 
customers each day that otherwise 
would not be reached. 

D. Stimulating the use of appliances. 
A visit to the customer who “never 
uses her oven” because “it’s no 
good anyway” and says “It’s lots 
easier to buy bread and pastries 
from the baker’; To one who heats 
water in the dish pan for the fam- 
ily bath and wash day, or says she 
“doesn’t need a water heater be- 
cause it’s only a little while till 
cold weather and the furnace coil 
heats the water then.” When this 
situation arises, write down all you 
know of her equipment on your call 
card and the survey call will pay 
for itself many times over. 


In addition, where the company is a 
combination gas and electric property, 
this type of home call combines B.t.u.’s 
with kilowatts and does double duty. In- 
cidentally, a check of the home lighting 
is made at the same time giving the cus- 
tomer a full measure of service. 


Radiant Broiling 


The Cosmopolitan Hotel at Denver has 
recently purchased a radiant surface broiler 
to replace charcoal broiling. It is interesting 
to note the figures reported by C. W. 
Gale, superintendent of the industrial gas 
division, Public Service Co. of Colorado, 
who stated that not only economy but the 
improved product were paramount factors 
in making this sale. He adds that charcoal 
cost approximately $500 per year, whereas 
830 B.t.u. natural gas at 50 cents per M 
cu.ft. will only cost $108 per year. 
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SERVICES OFFERED 


Gas engineer (39). Recently manager of small 
company. Experienced water gas and coke 
oven operator. Fifteen years’ experience in 
natural gas measurement, distribution and 
industrial uses, in public relations, rate 
structures and promotion and sale of all 
types of gas appliances. 887. 


Manager-engineer; thirty years’ experience 
design and construction of plants, distribu- 
tion systems and transmission lines. Or- 
ganization, operation, management, sales, 
engineering, valuations, coal water and nat- 
ural gas, also electricity. Recent experi- 
ence with heavy oil for water gas and high 
B.t.u. gas to supplement natural gas. 892. 


Successful Industrial Gas Engineer desires po- 
sition where a large potential market awaits 
progressive efforts and where results will be 
rewarded. Twenty-three years’ experience 
Natural and Manufactured gas. orough 
knowledge all phases industrial applications, 
from steam boiler to steel mills. 


Mechanical Engineer, college graduate, 8 years’ 
experience . and L.P. distribution, 
water and coal gas production, appliance 
servicing, natural gas changeover. Desires 
position as superintendent or manager. Mar- 
ried. Location immaterial. 896. 


Industrial Sales Engineer desires employment 
with Eastern Utility. Specialized in Sales 
Management, Service and Maintenance of 
House Heating Department, Industrial Steam 
Boilers and Large Volume Water Heating. 
Broad experience. Married. 897. 


Engineer, now employed offers manufacturer 
or utility benefits of ten years’ experience 
in all phases of heating and air-condition- 
ing; designing, manufacturing, patents, etc. 
Background 7 years’ technical college faculty, 
national society committee activities, writ- 
ing, and speaking; wide acquaintance in the 
industry. 898. 


Personnel Director with emphasis on education. 
Ten years’ experience in one of the largest 
gas and electric utility companies in the 
United States. Leadership in education in 
the public utility field established and rec- 
ognized at home and abroad. 901. 


Commercial Manager with tact, vision, crea- 

tiveness, resourcefulness and “‘punch”; un- 
usually successful record as load builder; 
broad ger, with progressive organiza- 
tions U.S. and Canada supervising domestic 
and industrial sales, developing economies, 
analysing and allocating costs, designing 
rates, handling advertising, publicity, fran- 
chises, State Commission and public rela- 
tions. Highest credentials. 902. 


Sales Engineer, one of the pioneers of gas 
House-heating sales with a background of 
gas plant operation. Have also had indus- 
trial sales, summer air conditioning, sales 
promotion and dealer relations experience. 
Prefer eastern states. Married. 903. 


Experienced gas appliance salesman (28), mar- 
ried, with good education, is desirious of 
locating with a public utility as sales su- 
pervisor or as district representative for a 
manufacturer. Have had experience in both 
ends. Prefer eastern states, but will go any- 
where. Can furnish best of references. 904. 


Young energetic, technical graduate (29) 
(B.S. and M.S. in Mech. Engr.) with four 
years’ utilization, distribution and construc- 
tion experience with large natural gas sys- 
tem; married. 


Sales Manager and Salesman wants responsi- 
ble selling job. 12 years’ successful selling, 
sales promotion and advertising with spe- 
ciality manufacturers. County-wide con- 
tacts Ragen | i and gas companies. 
Familiar with fittings, plumbing and heating 
appliances. College man in prime, clean 
record, energetic, eager, resourceful, ac- 
customed to large volume business. 906. 


Experienced Sales Representative (36). Past 
eight years’ experience representative in 
metropolitan area of two largest range manu- 
facturers, including special promotional work 
as assistant director sales education; good 
record and contacts. Desires connection with 
manufacturer of appliances or as commercial 
manager of a utility company. 907. 
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Personnel Service 








A REMINDER 


Many members, both employers 
and employees, with entire satisfac- 
tion, regularly utilize the facilities 
PERSONNEL SERVICE provides. 
The advertisement and the confiden- 
tial classification record for the ap- 
plicant, and the advertisement for 
the company, are available without 
eharge and are handled confiden- 
tially. 

Association policy and foresight, 
stated twenty-one years ago still 
control, the following having been 
abstracted from the text immedi- 
ately preceding the first advertise- 
ment (No. 1) which was published in 
the first issue (Vol., No. 1, January 
1913) of the National Commercial 
Gas Association Bulletin: 


“This column of the Bulletin is 
open to the companies who desire 
to avail themselves of the privi- 
lege, and all communications will 
be held strictly confidential. 

“Space does not permit of our 
publishing the requests of all ap- 
licants for positions, but the As- 
sociation, in confidence, will be 
glad to receive applications for 
positions for its members, which 
should state fully all particulars, 
experience, salary desired, and 
position wanted. 

“Many requests come in from 
time to time from companies of- 
fering excellent opportunities, and 
any applications on file will be 
| submitted to the companies in- 
quiring. 

“No charge is made either to 
the company or applicant for the 
service which might be more 
fully taken advantage of.” 


Six years later, and fifteen years 
ago, the American Gas Association 
Monthly (Vol. 1, Nos. 11-12, Novem- 
ber-December 1919), when publish- 
ing the first advertisement (Key No. 
1) announced: 


“Our purpose is to be of service 
to both employers and employees 
among members and we shall 
build up this department and the 
facilities it can offer as a clear- 
ing house to keep pace with the 
demands made upon us. No charge 
is made for the service and all 
communications are regarded as 
strictly confidential.” 


This service has thus been avail- 
able to the industry through good 
times and bad times; we earnestly 
bespeak the interest of employers in 
making even more use of PERSON- 
NEL SERVICE for there are still 
many more competent applicants 
than jobs that they can fill. 

Letters from satisfied employers 
and records of grateful candidates’ 
successes are matters for apprecia- 
tion and sources of inspiration. 
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SERVICES OFFERED 


Experienced gas range engineering executive 
wishes to affiliate with reliable manufac- 
turer. Capable of taking complete charge 
of design and experimental, laboratory de. 
partments, factory methods and correcting 
production problems. 908. 

Utilization and Sales Engineer acquainted with 
Gas Companies, Heating Engineers, Archi- 
tects, Builders and Plumbers in metropolitan 
area. Long experience in househeating, 
waterheating, industrial and restaurant ap- 
liances. Is qualified to head a department 
or a gas company or would represent a man- 
ufacturer in New York City. 909. 

Gas Appliance Salesman with ability to or- 
ganize a selling force, supervise, create 
selling plans and methods and conduct any 
territory in a judicious manner. Conver- 
sant with the methods used in contacting 
wholesale and retail trade, also utility com- 
panies. 910. 

As Manager or in customer relations, trade 
relations or rate work. Combination plant 
experience includes problems of regulation, 
cooperation with other companies and other 
industries as well as problems of com- 
petition. 911, 

Industrial Gas Sales Representative (43). Ad- 
justing, repairing, designing and _ selling 
appliances and burners to every industry. 
Manufacturer and gas utility experience, 
domestic and industrial. Willing to travel. 
Married. 912, 

E meer with broad experience in produc- 
tion, distribution, accounting and manage- 
ment; analysis of distribution systems and 
preparation of logical plans for either im- 
mediate or future reinforcement or exten- 
sion; making of and testifying to, inven- 
tories and valuations in rate and tax cases. 
Qualified to install continuous inventory 
systems. 913. 

Salesman, electrical products (30), married, 
graduate electrical trade school. Eight years’ 
experience New York City selling electrical 
appliances, specialties and material to in- 
dustrials, public utilities, chain and depart- 
ment stores, realty companies, banks, job- 
bers and retailers. Also experienced sales 
promotion and missionary work and han- 
dling sales correspondence. 914. 

Gas Engineer or Superintendent, college gradu- 
ate, thoroughly experienced in the gas in- 
dustry, including coal, water and oven gas 
manufacture, natural gas conversion work, 
pipe line construction maintenance and 
metering, high- and low-pressure distribution 
also selling, installing and maintenance ot 
house heating equipment. 915. 

Executive Assistant, graduate of recognized 
engineering school with additional educa- 
tion in finance, accounting and statistics. 
Ten years’ broad experience in gas and 
electric field. Can handle problems dealing 
with production, sales, merchandising, rates 
on finance, make market surveys and pre- 
pare analytical reports on many phases ot 
utility operation. Married (32). 916. 

Gas Engineer, 20 years’ practical experience in 
all branches—manufactured and natural gas— 
holding company experience—highly  suc- 
cessful in improving operating and distribu- 
tion conditions. Recognized expert in federal 
court and commissions on appraisals and gas 
company operations. 917. 


POSITIONS OPEN 


Manufacturer well-known line of automatic 
temperature, pressure and flow controls used 
for domestic, commercial and industrial pur- 

ses is desirous of obtaining Manufacturer 
Distributors in a number of eastern and mid- 
western states. Prefer man or organization, 
control minded and contacts public utilities 
and heating contractors. Must have best ref- 
erences. traight commission. 0275. 


A manufacturer of one of America’s finest 


and most complete lines of automatic water 
heaters doing an exceptional business in all 
territories covered is desirous of increas- 
ing field representation, preferably among 
representatives selling utilities now carrying 
other non-competitive lines. These water 
heaters offer manufacturers maintaining 
sales organizations an opportunity to bol- 
ster the earnings of their men with little 
or no effort detracted from present line. In- 
creased commission builds morale and makes 
it possible to put forth effort in territories 
where single lines may not justify. 0277. 
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